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After the frozen account has been 
cured, what will be your attitude to- 
ward extending further credit to that 
customer? Will you go right ahead 
and let him charge up to the limit 
again? Will you decline him further 
credit until his cured account has 
been fully paid up? 


Circumstances of each case, we be- 
lieve, must govern your decision. 
What is happening to his other charge 
accounts during the time he is paying 


AFTER CURING - 


What.. 2 








off your account is one of the main 
factors to be considered. Only with 
an up-to-date FACTBILT Credit Re- 
port are you able to know all the facts. 
Only with all the facts can you con- 
fidently make the decision which will 
protect your accounts receivable and 
keep the goodwill of your customer. 


Before extending further credit on 
a cured account, ask for an up-to-date 


FACTBILT Credit Report. With it you 
can make your decision in confidence. 
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We present herewith a beautiful plaque to remind 
us that credit today has taken on a new significance 
—its restricted use makes it imperative that we 
safeguard and protect it. 
This plaque speaks for itself, its message is dignified 
and impressive and it serves an important purpose 
wherever credit transactions are involved 
Processed in three beautiful oil colors—two browns 
and gold bronze, framed in natural wood and sealed 
under glass—this plaque represents real value and 
will last indefinitely 
Made in one size only—12 x 15 inches—Priced as 
follows—F. O. B. St. Paul, Minnesota 
1 plaque $3.50 Total $ 3.50 
2 plaques 3.00 each Total 6,00 
6 plaques 2.75 each Total 16,50 
12 plaques 2,50 each Total 30,00 
This beautiful plaque must be seen to be 
appreciated as no reproduction in printing 
can do it justice. Orders filled promptly 
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.-.in times of 
restricted credit 





Rand McNally Budget Coupon 
Books provide a means of mak- 
ing credit available at once to 
customers new in the community 
...and also help solve the prob- 
lem of regular but slow-paying 
charge accounts. 

For complete information on Budget 

Coupon Books and how they can be 

used under Federal Reserve Regula- 
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tion W, write Rand McNally, Dept. 
C92, at any of the following addresses: 


536 South Clark Street, Chicago 
111 Eighth Avenue, New York City 
125 East Sixth Avenue, Los Angeles 
559 Mission Street, San Francisco 
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Did your bills go out on time last 


4] Oo 


month? 
YES NO 
[| Do you find Defaulted Accounts 
YES NO swiftly on the 10th of the month? 
] Can you efficiently signal your au- 
thorizing index? 
YES NO 
(Z] L] Are your cash postings up to date? 
YES 
[] Can you make ledger refers without 
slowing your authorizing or inter- 
YES NO = rupting your billing? 


The Kardex Customer History Record 
can answer each of these problems with an 
unqualified YES. Not that it’s anything new. 
For over a dozen years it has been accepted 
as one of the most economical of all credit 
control plans. Today, its many small and 
large users (from less than 5000 to over 
100,000 accounts) report that without al- 
teration it’s an ideal solution to the granting 
and collection problems of Regulation 
“W”’. Ask any user! A full list will be fur- 


nished on request. 


And if you'd like more details about the 
system itself, just write Remington Rand, 
Buffalo, New York. We'll answer premagry. 
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See those two little signals with the “finger” 
on them? They indicate delinquent accounts 
where credit must be stopped. For, that row 
of signals spotlights the month of the last unpaid balance 
of every account. All you do is glance down a slide and 
delinquents are instantly limned! 
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Can Consumer Credit 
Control Curb Inflation? 


UYING ON CREDIT, President Roosevelt says, 
| B “must be discouraged and repayment of debt and 
mortgages encouraged.” This is one of the measures 
proposed by the President for preventing inflation. Other 
men in high authority in Washington have gone fur- 
ther: they have proposed that 
consumers be cut off completely 
from all sources of credit. 

This would affect nine fam- 
ilies out of ten. Last summer, 
when the Federal Reserve 
Board was directed by the Pres- 
ident to regulate instalment 
selling, consumer credit was 
outstanding to the extent of 
about nine billion dollars. In 
addition, billions were owed on 
dwelling houses and other real estate. Encouraged in 
the use of credit by “easy payment” appeals, by competi- 
tive merchandising, and by the Government itself, nearly 
all families have formed the habit of using charge ac- 
counts, or buying on instalments, or borrowing money. 

How firmly intrenched is this habit? To what extent 
is it possible to change it? To what extent would that 
help to curb inflation? And, finally, to what extent would 
the losses entailed by further restriction of consumer credit 
offset the gains? These questions suggest some of the dif- 
ficulties encountered by the Governors of the Federal Re- 
serve System in their efforts to carry out the Presi- 
dent’s plan. 





Further Credit Control? 


In considering how much can be accomplished by fur- 
ther regulation, it is helpful to keep in mind the nature 
of credit. A dollar of credit used for an open book or 
instalment purchase has the same immediate effect on 
the price level as a silver dollar or a paper dollar. A 
dollar which is created by a bank credit operation has 
the same effect as a dollar which is created by a print- 
ing press. Once a dollar gets into the stream, it cannot 
remember how it got started. 

It is helpful, further—nay, imperative—to think of 
purchasing power, whether currency or credit, as a flow 
rather than as a fund. Nothing inflationary happens 
until purchasing power is used; that is, until it flows 
through some channel or other. Idle bank balances in 
New York have no more effect on the price level than 
gold buried at Fort Knox. All such unused resources 
are only potentially dangerous. 


Dr. William Trufant Foster 


Director, Pollak Foundation for 
Economic Research, 
Newton, Mass. 


Finally, we should take account of the fact that if a 
stream of credit is dammed in one channel, it may find 
its way into others, as a brook does when dammed by 
beavers. Indeed, when the level behind the dam is high 
enough, the stream is certain either to find new chan- 
nels or break down the dam. 

What will happen if the present channels of credit 
are dammed? ‘To what extent will the credit flow into 
unobstructed channels? To what extent into channels 
which should not be controlled? To what extent into 
channels which cannot be controlled? 


First Effects of Regulation 


Already the reduction of consumer debts, caused partly 
by Regulation W of the Federal Reserve Board, has 
been substantial. During the first quarter of 1942, loans 
extended by Personal Finance Companies, Industrial 
Banks, and Credit Unions, amounting to about 393 mil- 
lion dollars, were 11 per cent below the volume of the 
first three months of the previous year. It appears, fur- 
ther, that sales of high cost household appliances, after 
having mounted to nearly 40 per cent above the level of 
1940, are now 40 per cent below that level. Before 
Regulation W, consumer credit was expanding at the 
rate of more than a billion dollars a year. It has since 
been reduced, through payment of debts, at about the 
same rate. The deflationary effect, as Rolf Nugent of 
the Office of Price Administration has pointed out, is 
about the same as an increase of over two billion dol- 
lars in tax payments. This movement, as far as it goes, is 
directly deflationary. Indirectly, too, it helps to curb con- 
sumer buying, for it reduces the payrolls of all consumer 
credit agencies. Thus, to date, credit regulation has helped 
to offset the forces of inflation. The gains will be held, 
however, only as long as the pressure is sustained. 

In addition, credit regulation has helped to prepare 
for a post-war period of deflation, for it has reduced 
the debts which will retard consumer buying when and 
if that time comes. 

Moreover, a reduction of consumer debts was needed, 
war or no war; and it would not have been achieved, 
promptly and substantially, without compulsion. The 
Federal Reserve Board has done its work well in the 
consumer credit field. 


For the first time in history, our people are aware of the dangers of runaway prices. 
In order to finance the war without inflation, they are ready to make large sacrifices. 
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The consumer credit field, however, is but a small 
section of a boundless domain. Other parts of the Presi- 
dent’s program for preventing inflation have to do with 
far larger areas. Both remuneration for work, he says, 
and prices received by farmers must be stabilized. 


From the President’s conclusion there is no escape. 
The major factor in the rise of prices has been the ex- 
pansion of payrolls. During 1940, 1941, and the first 
quarter of 1942, factory payrolls rose 73 per cent. Pro- 
duction of consumer goods could not keep up that pace, 
so great was the diversion of men and materials to war 
work. Inevitably prices rose. 


Higher Prices and Wages 


Just as inevitably, demands were made for higher 
wages in order to compensate for higher prices; but, as 
is normally the case, higher wages resulted in still higher 
prices, and these prices became the basis of demands for 
still higher wages. And so on, and so on. The Na- 
tional War Labor Board accepted the President’s pro- 
gram in theory and flouted it in practice. It is a famil- 
iar story. 

Meantime, farmers set up their own vicious spiral. 
They insisted, in effect, that no matter how high wages 
go, prices of farm products must go higher still. Con- 
gress agreed. As a result, prices in the farm products 
group have risen, since August, 1939, more than 70 per 
cent. The higher costs of food have been used by labor 
leaders as an argument for higher wages. In this way, 
organized farmers and organized laborers have insisted 
on a doubly vicious spiral of inflation. And they are 
still at it. 

To date both have profited at the expense of white- 
collar workers, professional workers, unorganized labor- 
ers, small business men, soldiers, and sailors, widows, col- 
leges, hospitals—evérybody with fixed dollar incomes— 
and all others whose means of paying bills have not kept 
pace with rising costs of living. 

In defense, both farm leaders and labor leaders say 
that they ask only enough income to enable them to 
maintain their standards of living. This is a worthy 
goal, and in days of peace an attainable goal. Now, for 
the people as a whole, it is a mirage. No matter what 
happens to wages or prices, we cannot lay our hands on 
more consumers’ goods than we have produced; and we 
cannot eat guns, or wear parachutes, or ride around in 
tanks. By the end of this year possibly 70 per cent of 
our workers will be producing war goods, as against 
about 30 per cent at the end of 1941. So we must 
reduce our standard of living. The sooner we face that 
fact, the sooner we shall deal even-handed justice to the 
laborer and the farmer. By getting more money and 
spending it, the people as a whole can do no more than 
boost prices. As Leon Henderson says, and as everybody 
knows, there can be no effective price control while 
there is so large an amount of excess purchasing power. 
From now on, every dollar added to consumer income 
is a dollar of inflation, if the dollar is used in an attempt 
to keep up standards of living. 

Regulation W is a timely attack on inflation. It is 
justified as an available, emergency measure, while the 
country waits for Congress to use far more powerful, 
permanent weapons. As far as it goes, it is effective. It 
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is, however, as the men responsible for this program are 
well aware, like a small squad with scanty ammunition 
sent out to stop an onrushing force of armored tanks.’ 
Moreover, once Regulation W has fired its shot, it is 
through. If consumers are deprived of all credit this 
month, they cannot be further deprived next month. If, 
in any given period, consumer debts are reduced to zero, 
they cannot be further reduced in the next period. 
Why mention anything so obvious? Because, under- 
lying various discussions of this subject is the assump- 
tion, stated or implied, that the inflationary effect of an 
addition to payrolls of one billion dollars a month can 
be offset by a reduction of one billion dollars in con- 
sumer debts. It cannot, except for one month. After 
that, the offsetting would be no more than the reduction 
in payrolls and other disbursements of credit agencies 
which would accompany a smaller volume: of business. 
Payrolls are, in fact, two billion dollars a month 
higher than they were two years ago. If they continue 
at that level for two years, a one billion dollar liquida- 
tion of consumer debts could counteract, at best, less than 
three per cent of that price-boosting, payroll force, and 
could do that only if the pressure were sustained. 
Payrolls are still rising. In March of this year they 
were about 39 per cent above March of last year, and 
about 72 per cent above the level of 1929. The in- 
flationary force of each addition will operate every month 
in the future, until total payrolls are reduced. 


Inflation Can Be Prevented 


The streams of consumer credit are bubbling brooks 
compared with the roaring rivers of wages and farm 
income. The O. P. A. estimate of national income for 
1942 is 117 billion dollars, compared with 92.6 billion 
for 1941, and 76 billion for 1940. It appears that there 
will be an expendable surplus in 1942 of 15 billion dol- 
lars, or more, beyond that part of the national income 
reached by taxation or other measures yet adopted. This 
is the well-advertised “inflationary gap.” Complete liq- 
uidation of the present volume of consumer debts—even 
if that were possible—would not offset even for the 
current year one-half the inflationary forces which have 
been created by Congress and the Administration. Total 
consumer debts, even if subject to no further regulation, 
should not exceed 40 dollars per capita by the end of 
1942, as against authorized Federal expenditures at the 
annual rate of over 300 dollars per capita. We should 
face all these facts at once. Otherwise, relying too 
heavily on the indirect influence of credit control, we 
may postpone the use of adequate measures until it is 
too late. 

To stop inflation, the Government can use, if it will, 
two measures which are direct and sufficient: one is 
stabilization of the total flow of purchasing power to 
consumers: the other is reduction of that part of the 
flow which consumers spend. For these purposes no 
further damming or diversion of the streams of con- 
sumer credit is necessary. Minor streams at their worst. 
Over the main streams of income Congress can exercise 
sufficient control whenever it musters sufficient courage. 
To date it has failed—failed notoriously and repeatedly. 





1See “Regulation W,” by Ronald Ransom, Crepir Wor tp, 
July, 1942. 











If it continues to fail, further regulation of consumer 
credit will be a feeble gesture in a losing cause. 

If, however, Congress does reverse its inflationary 
policies, and consumer income still outruns consumer 
goods, Congress can further reduce the proportion of 
that income which consumers spend. The means are 
obvious. The first is taxation. It must be taxation 
which reduces spending, instead of taxation which re- 
duces saving. If any dollars are to be diverted from 
inflationary streams, they must be taken from those who 
have the dollars to spend and the will to spend them. 
Yet fully three-fourths of the spenders are exempt from 
income taxes. 

The second way to divert a part of consumer income 
before it is spent is for the Government to borrow it. 
If voluntary loans are not sufficient—and evidently they 
are not—compulsory loans can be obtained through pay- 
roll deductions at the source, a check on consumer buy- 
ing which does its work surely and promptly. The prin- 
ciples underlying all these measures are well known; 
and all of them except compulsory loans are now in use. 
For a long time the people have been ready to do their 
part. Congress has lagged behind. 


Credit Structure Should Be Saved 


For the reasons mentioned, it is doubtful how much 
can be gained by further consumer credit control. Some- 
thing, on the other hand, is sure to be lost. Banks and 
other cash lending agencies are now helping in a score 
of ways to carry on the war. They are needed more 
than ever before because of countless family emergencies 
caused by the war itself. 

They are helping, indirectly, by enabling families to 
carry out workable plans for paying off their debts. -This 
service does not promote inflation by increasing current 
consumer buying, and it does put families in better posi- 
tion to sustain business when the war is over. Thus, 
the institutions which are lending money to families are 
serving two of the President’s announced purposes of 
credit control. 

Yet some of those who favor additional clamps on 
credit assume that all uses of credit are inflationary and 
all payments of debt are the reverse. No problem of 
finance is as simple as that. If Mr. White borrows 
money of a Credit Union, he may use it to pay the bal- 
ance due on his washing machine; and if he pays his 
bill at Brown’s Grocery, that may enable Mrs. Brown 
to buy an Easter bonnet. Thus, some borrowed money 
flows into the coffers of creditors, and some of this money 
flows into the tills of merchants. So, to be sure of the 
net effect of credit regulation, we must 


their jobs; to pay family bills while shifts are being 
made; to buy trailers and to build cabins to live in; and 
to pay the moving expenses of their families. They are 
providing the money without which several million fam- 
ilies could not follow the Government’s request that 
they buy in advance a year’s supply of coal. These lend- 
ing agencies are even helping commissioned officers to 
start their work by enabling them to buy the required 
uniforms. Even more important in many cases are the 
loans which finance medical, dental, and hospital treat- 
ment, in order to keep men and women in condition to 
carry on. Many other war work emergencies call for 
short-term loans of small amounts. 

Further restrictions on credit would leave many fam- 
ilies with no way of meeting these emergencies except 
extreme suffering, or law evasions, or charity, or resort 
to loan sharks. Every alternative is a bad one. If 
Washington could devise regulations which would deny 
credit to the foolish buyers and the foolish borrowers— 
there are millions of them—and leave the others unre- 
strained, that would be a social benefit. There is no 
such device. As it is, in using consumer credit control 
for economic ends, a new project, the Government is in 
danger of hampering the established use of credit control 
for social ends. 

Moreover, our private, legal credit agencies, having 
made places for themselves in a country at peace, will 
be needed when peace returns. If kept in condition to 
function, these agencies can do much toward sustaining 
consumer buying when the war ends, and Federal spend- 
ing falls off, and business is in danger of another major 
slump. Then, between ten and twenty million men and 
women will be trying to move from war jobs to peace 
jobs. Then, there will be as many emergency needs of 
small loans as during the war; and the needs will be 
more urgent because payrolls will be going down instead 
of up. To quote Rolf Nugent again, “The consumer 
credit structure, like Humpty Dumpty, has plenty of 
room to tighten its belt; but once destroyed, all the 
King’s horses will be unable to put it together again.’ 
By its destruction, no one would profit except the loan 
sharks. 


Loan Shark Business Would Flourish 


Indeed, most disastrous of the diversions which result 
from damming streams of legal credit are swollen streams 
of illegal credit. Nowhere in the world at any time has 
moneylending been stopped by prohibition. Most of the 
usury laws are dead letters. Everywhere, always, regu- 
lations which prevent millions of people from obtaining 

legal small loans are regarded by these 





measure the effects on all monetary cur- 
rents—primary, secondary, tertiary effects, 
and so on. We must follow the dollars 
wherever they flow. In short, we must 
do the impossible. 

Directly, banks and other cash lending 
agencies are helping to increase war pro- 
duction. They are making loans to enable 
men and women to take courses in motor 
repairing, welding, and what not; to pay 
for tools and other equipment; to pay 
travel expenses to war work centers; to 
buy cars and bicycles to get to and from 








millions as unwarranted restrictions on 
their freedom. They look upon the law- 
breakers as their friends, the law enforcers 
as their enemies. They feel as many of 
them felt about our prohibitory liquor 
laws. As a rule, borrowers in the loan 
shark states who have paid interest at a 
rate of 120 per cent a year refuse to tes- 
tify against the money bootleggers, because 
they fear that to do so would cut off their 





1Rolf Nugent, “Trends and Prospects for 
Consumer Credit Control,” Crepir Wortp, 
March, 1942. 
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only source of future loans. Many men in high author- 
ity do not understand all this. No man can understand 
it, unless he, himself, living close to the borderline of 
bankruptcy, as millions do live, has been in desperate 
need of twenty-five or thirty dollars, with no one to 
whom he could turn for aid. 


As a matter of fact, the states which, in effect, have 
prohibited lending to hard-pressed families have turned 
most of this market over to illegal lenders. It is a lucra- 
tive and depression-proof business. Alabama, Georgia, 
Kansas, South Carolina, and Texas are among the states 
which know all this to their sorrow; and those who are 
within reach of the National Capitol could find out, at 
first hand, all they need to know about it by investigat- 
ing illegal moneylenders in the District of Columbia. 
In the District and in the loan shark states, the outlaw 
lenders annually collect in interest, at rates which aver- 
age well above ten per cent a month, not far from one 
hundred million dollars. 


Twenty-eight states, on the other hand, have all but 
rid themselves of this scourge. Not by prohibition but 
by substitution. They have enabled rigidly-regulated 
companies to supply the insistent demand for small, con- 
sumer loans. These states have about eighty-five per cent 
of the urban population; and in them, before Regula- 
tion W, the consumer instalment loan balances of all 
legal lenders were not far from one billion dollars. If 
these legal lenders were put out of business or unduly 
restrained, a large part of their customers would be di- 
verted to illegal lenders. The war would be a money- 
maker for them. Their business would flourish anew 
and spread despite the laws, not mainly because it is 
elusive and undercover, but because there is no way of 
preventing twenty million or more men and women, some 
of them sorely pressed, from continuing to borrow money 
wherever they can get it. They consider this an in- 
alienable right. 

And what good would it do to turn the business over 
to bootleggers? If illegal lenders now take 100 million 
dollars a year from 15 per cent of our urban folk, how 
much money would they take from 100 per cent? Cer- 
tainly in excess of half a billion dollars. Some of the 
takers, it is true, being wealthy owners of far-flung, 
loan shark chains, would not spend as much of the half- 
billion as their victims would have spent. At best, how- 
ever, this would be a trifling gain, bought at too high 
a price. 


Borrowers Get Around All Barriers 


Unless the people wish to save more and spend less, 
they will find various ways of outwitting the credit 
regulators. Suppose, for example, that all instalment 
sellers, charge account sellers, and cash lenders were for- 
bidden to extend credit in any form. Consumers would 
still be under powerful pressures to try to maintain their 
standards of living. If possible, most of them would 
keep on buying as much as usual, even though unable 
to buy the same things as usual. They would seek ways 
of circumventing or hurdling the credit barriers. 

They would find ways. For example, in order to keep 
up their expenditures, they could, without borrowing: 


(1) Reduce the balances of their checking accounts. 
(2) Withdraw part of their deposits from savings banks. 
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(3) Sell part of their securities, including government bonds, 
and other property. 

(4) Buy fewer government bonds or in other ways save less 
out of current income. 

(5) Postpone the payment of certain debts, including taxes. 


The last of these ways is even easier to use than “easy 
payment” plans. It is also more commonly used, as the 
corner grocer, the landlord, the doctor, and the under- 
taker know to their sorrow. Many a consumer finds it 
easier to let his debts pile up than to resist the pressure 
of the bond-selling campaigns; yet the man who pays his 
bills is just as good a citizen and just as helpful to the 
Treasury. He enables his creditor to buy more bonds. 
The man who lets his insurance policy lapse in order to 
buy bonds does no more toward financing the war than 
the man who pays the premiums on his policy and leaves 
the insurance company to buy the bonds. In short, many 
ways of saving are as helpful to the Government as buy- 
ing bonds, and many other ways of going into debt are 
as bad as instalment buying. 


Using one or more of the five resources listed above, 
consumers who lacked the inner urge to submit to fur- 
ther credit regulations could contrive to spend nearly as 
much as usual. Only a small proportion of customers, 
it is true, could use all these means, but a majority could 
use one or more of them. Charge account customers 
could thus maintain their scale of buying more easily 
than others. That, for the most part, is why they are 
charge account customers; and that is why further re- 
strictions on the use of charge accounts would not go 
far toward reducing total consumer purchases. 


Consumers Would Keep on Borrowing 


So far, we have considered what might happen if it 
were possible to cut off all sources of consumer credit. 
That, however, is not possible. When the flow is dammed 
in certain channels, at least part of the flow is thereby 
diverted into other channels. Some of them are legal. 

If consumers could not borrow from some sources, 
they would borrow from others. They would, if per- 
mitted, borrow from Credit Unions, the unpaid balances 
of which are now over 200 million dollars. They would, 
if permitted, borrow from insurance companies on the 
security of their policies; and the 129 million policies 
now in force have principal values of about 124 billion 
dollars, and loan values of at least 15 billion. About 
three billion dollars of policy loans and premium notes 
are now outstanding. In addition, consumers would, if 
permitted, borrow on their bank savings accounts; and 
their deposits now amount to more than 50 billion dol- 
lars. In all three of these cases, they would not really 
be borrowing at all; they would be using their own 
money; and it would be a foolhardy government which 
would try to prevent its people from doing that. If they 
spent only one out of ten of the dollars which they could 
obtain in these three ways, they would thereby more 
than offset all the further restrictions which could be 
made in the use of instalment credit. 

Incidentally, this might require banks and insurance 
companies to dump so many bonds on the market as to 
interfere with Treasury plans for financing the war. 

Nor is this all. If thirty million or more families 
found themselves cut off from their customary sources of 
credit, they would borrow more than usual from friends 











and relatives, an ancient source of help in time of trouble. 
Exactly how much would be borrowed nobody knows or 
ever would know. Certainly, there would be more than 
usual. On account of war inflated payrolls and farm 
income, millions of families now have more purchasing 
power than ever before, while other millions are rela- 
tively worse off. This makes an increase of interfamily 
borrowing a natural means of defeating the purpose of 
credit restrictions. Insofar as such borrowing involved 
the spending of money by some families instead of by 
others, the inflationary effect would be nil. However, a 
part of the money that friends and relatives might lend, 
if it were not thus diverted into consumer markets, would 
flow into the Treasury as payment for war stamps and 
bonds, or would be saved in ways which would be just 
as deflationary. 


Commercial Bank Loans for Consumption 


Still other sources would be found of loans for con- 
sumptive purposes. Consider, for example, commercial 
banks. Suppose their personal loan departments were 
closed. How much of this business would be diverted 
to other departments? What increase would there be in 
“commercial” loans which, directly or indirectly, would 
result in consumer buying? Again, nobody knows. 

In a short time the loan balances of personal loan 
departments of commercial banks mounted from one 
million dollars to over five hundred million dollars. A 
part of this increase resulted from the diversion of busi- 
ness from old departments of the banks into the newly 
created personal loan departments. The direction of this 
flow could be reversed. Certainly, restricting or closing 
the “personal” departments would not curtail the demand 
for their services. An unknown volume of bank’ loans 
would be used, in one way or another, as a substitute 
for the credit no longer available under the name of 
“consumer” loans. This in spite of the required purpose 
statements. Commercial banks, with the best will in 
the world, would have only partial control over this type 
of diversion. 


Conclusion 

With all these channels open for evasion, and with 
consumer acceptance of further damming in doubt, addi- 
tional obstructions to the flow of consumer credit would 
be less and less effective. Indeed, they might render 
dificult the consolidation of the gains already achieved, 
in part, by Regulation W. The losses involved might 
more than offset all the gains. 

For the first time in history, our people are aware of 
the dangers of runaway prices. In order to finance the 
war without inflation, they are ready to make large 
sacrifices. They are, in fact, a jump or two ahead of 
their chosen leaders. On the other hand, they are sure 
to resist or evade measures which are only feebly defla- 
tionary, but which at the same time impose personal 
hardships, hardships which bear most heavily on those 
least able to stand them. 

Without further curbs on credit, the Government can 
stabilize the price level. It has only to control the main 
streams of purchasing power. Without such a major 
offensive, the war against inflation cannot be won. Until 
the Government musters enough courage for that battle, 
the people will not take kindly to minor raids. 


Please Mention The CREDIT WORLD When Writing to Advertisers 
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OPERATIONS WITH THIS FORM 




















Here is a form that will simplify record keep- 
ing and reduce the number of forms required 
to comply with Regulation W; Making Install- 
ment Sales (Sec. 4); Curing Defaults in Charge 
Accounts (Sec. 5d); and, Converting Charge Ac- 
counts into Installment Credit Prior to Default 
(Sec. Se). 


With this form all records are on one side 
of the sheet and in one place. One form serves 
three purposes: transaction details, ledger rec- 
ord and note. Not necessary to refer to three 
files every time customer makes a payment. 

Customer’s duplicate covers complete rec- 
ord of transaction. Payments can be recorded 
on this to save issuing extra receipts. Original 
note is perforated to be detached when PAID. 





Detailed 
Record of 


Detailed 


Record of 


Transaction Payments 


Original on tough 
24-Ib. buff ledger Agreement 


Dup. customer's copy printed on 24-Ib. white bond. 


Forms fit standard loose-leaf binders size 91/4" punched bind_ 
ing side by 117". 








PRICES: imprinted with your firm name and 
address in all necessary places: 


850 duplicate e08s....ccccccccscces $ 9.75 

500 duplicate sefs.........ccecceee 12.00 

1000 duplicate sets..........0000055 15.75 

2000 duplicate sets $14.25 per 1000 

3000 duplicate sets........ 13.25 per 1000 

5000 duplicate sets........ 12.25 per 1000 
STOCK FORM—not imprinted. Blank space for filling your 
name and address, per 100 duplicate sets........... $2.50 


BIND ER—Forms fit standard binders. We offer durable cloth 
covered binder at special price Of........0+ssee005 $2.25 
Alphabetical indexes, 26 divisions for same.........- .85 


Send cash with order. We will pay postage. 
Sample forms will be sent on request. 


STECK COMPANY 


203 Ninth St., AUSTIN, TEXAS 
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Present Impotence and 
Potential Power of Small 





REDIT EXECUTIVES represent an integral 
Cc part of our business structure, because credit is 
the handmaiden and the staff of business. I need not 
say any more than that; you know it even better than 
I know it. You also know the old hackneyed term: 
“The power to tax is the power to destroy.” I put pos- 
sibly second to that: “The power to regulate credit is 
the power to determine the extent and indeed the life of 
private business enterprise.” 

In dealing with Regulation W or any of the other 
regulations with which we now have to deal, we are 
handling the surface effects of causes that are far deeper. 
I shall not flatter myself with the belief that what I 
am going to say is new. The matters that we are talk- 
ing about are in every man’s mind; they are in your 
mind, they are in my mind. But, like Mark Twain said 
with reference to the weather: “We do a lot of talking 
about it, but nobody does anything about it.”’ 


Our American Heritage 


Reference has been made to our heritage of freedom, 
of religion, and so forth, of free business enterprise, which 
is the backbone of our country. Those are hackneyed 
terms. But, I am wondering if, according to another 
American tradition, it is going to be a case of “shirt 
sleeves to shirt sleeves in three generations.” 

We are far removed from the time when our fore- 
fathers fought, bled and died for the liberties handed 
down to us. Our heritage of today was handed to us on 
a silver platter—I will go one better—it was handed to 
us on a golden platter encrusted with diamonds! A 
heritage which we have long taken: for granted, a heritage 
which many of us today do not realize that we are losing. 
We are losing it faster than we think. Those of us who 
have followed trends in the last decade or so must realize 
that we are losing this heritage or we don’t know our 
trends. However, like most of us of our particular class 
of citizenry, we realize it, we talk about it, but throw 
up our hands in utter despair, knowing that individually 
we are unable to do anything about it. 
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Business in National Affairs 
A. G. T. Moore 


Vice-President, American Association of Small Business, 
New Orleans. An address at the 30th Annual Conference 
and Credit Sales Forum, N. R. C. A., New Orleans, June 15. 


Let’s take a little stock of how we got that way, if 
you will agree with me that we are “that way.” Our 
present condition was foreseen—it was foreseen by none 
other than the father of our country. Shortly after he 
had retired from public life, George Washington, accord- 
ing to one of his biographers, wrote to a friend substan- 
tially this: “I note with apprehension the growing tend- 
ency on the part of the landed gentry” (meaning those 
who had a stake in the country, an interest in the coun- 
try, a piece of property) “instead of themselves being 
present in the Halls of Congress, to be represented there 
by those whom they think will do their bidding. It is 
as yet too early for untoward circumstances to have 
arisen, but if this practice continues, in due course of 
time the servant will become the master.” He predicted 
what has come upon us. 


Please don’t put me in the category of those who are 
constantly criticizing Congress. Who is responsible for 
their being there? You and I. And if they have made 
errors of omission and commission, who failed to edu- 
cate them? You and I. Stop blaming them! At the 
election polls exercise the right of suffrage for which our 
forefathers fought and bled and died, and which many of 
us do not even appreciate by voting. If you can’t edu- 
cate your representatives and elect the wrong type of 
men, put the blame where it belongs—on you and on me. 
All of our members of Congress are not bad. There are 
many statesmen in Congress despite our laxity at the polls. 


Bureaucracy 


I have a letter from a statesman in Congress decrying 
the delegation of power by Congress to Bureaus, or, in 
other words, as he expressed it: .““The abdication by Con- 
gress of its true responsibility as a representative govern- 
ment.” He further stated: “I, for one, hereafter shall 
vote no further powers to bureaucracy, because in turn 
the regulations imposed upon the public by bureaucracies 
have the full force and effect of the Congress. I think 
we have already gone too far that way.” 

Let us keep straight on another thing. We should 
have no objection whatever to the creation of necessary 
bureaus and the delegation of necessary authority to them 
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for the purpose of winning the war. I am not pre- 
pared, nor are you, to say to what extent powers should 
have, or should not have, been delegated to various Bu- 
reaus. But, we do know this: There are many oppor- 
tunists who have seen in the war a splendid opening to 
entrench bureaucracy as it never was entrenched before. 
The extension and entrenchment of bureaucracy, there- 
fore, are growing by leaps and bounds. Having established 
themselves, whether for essential war service or for the 
“New Way of American Life,” many of the bureaus 
which continue to the end of this war are not going to 
give up their powers willingly. If you think they will, 
I can but say—you don’t know your bureaucrats. 

I will not, however, give a diatribe against bureauc- 
racies and bureaucrats. It is a good indoor sport in- 
dulged in by all of us, but let us be fair. Some of these 
Bureau men are good men and, indeed, to show you that 
I am not unreasonably “agin” them, I am perfectly will- 
ing to agree that every one of them who has to do with 
the administration of our foreign policies, with the ad- 
ministration of our domestic policies, is just as sincere as 
you and I are, in doing what he thinks is right, accord- 
ing to his own light, for this country and for our econ- 
omy. But we don’t have the same freedom and liberty 
under bureaucratic regimentation as we do under com- 
petitive private enterprise. 


Keep Our Minds on the War 


It behooves all of us to keep our minds on the war, to 
keep our minds on victory. But, it also behooves us to 
keep our minds on what we are going to have at home 
after our fighting forces have achieved victory. It be- 
hooves us to keep in mind where we are going and what 
post-war conditions we will live under. , 

There are several fronts to this war. There is the 
shooting front, and we can roughly divide that one into 
three phases: the air, the sea and the land. And there 
is the front behind the front, which we can roughly 
divide into two phases: the production front, and an- 
other front, to maintain the system of free business 
enterprise under private ownership. We must maintain, 
after victory, government as servant rather than as owner 
or master of these business enterprises, except and inso- 
far as these private enterprises might attempt to infringe 
upon the rights of their neighbors. Society created gov- 
ernment for the preservation of our rights as we deter- 
mine them; not to dictate what is good for us. 

In times of war, we must sacrifice many of our con- 
stitutional rights, and certainly no people are more capa- 
ble of self-sacrifice (we have proved it before) than the 
Americans. But, it also behooves us—in the language 
of the people who handle the debit and credit side of 
ledgers—to enter in the debit side those liberties which 
we temporarily are sacrificing for a victorious war, and 
to keep ourselves in shape to recapture those liberties after 
the need for the sacrifice has disappeared. 

It has been said that, in 1930, big business lost its 
opportunity for leadership. I think it is academic to dis- 
cuss that point. Big business, as such, does not at this 
particular time enjoy public confidence. To what ex- 
tent the public mind has been unfairly poisoned against 
big business, I leave to you to judge. But, suffice it to 
say, big business now is doing its part and more than its 
part in taking care of the “production” behind the lines, 


and big business will continue to do it. Whether or not 
big business can take the leadership in helping to guide 
the post-war destinies of our country, is perhaps debatable. 
One thing is definitely true: there must be business 
leadership in a big way, to keep the debit and the credit 
side of our ledger ultimately balanced. That leadership 
is going to be found in small business, and by “small 
business,” I mean, not only “the butcher, the baker, the 
candlestick maker,’ but all small business as differentiated 
from common carriers, from public utilities, from motor 
vehicle manufacturers, and such that generally are known 
as big business. 


Holdings of Small Business 

When we think of the holdings of big business, we 
think of them as colossal. But, have you ever estimated 
what would be the result, if an inventory were taken of 
the holdings of small business, in property and in cap- 
ital? I think the aggregate amount would stagger your 
imagination, if it were known. 

Then again, have you ever taken stock of the intelli- 
gence that is behind so-called small business? It is far 
above the average; it is far greater than the average in 
the great organized forces of labor, the farmers, and I 
mean no disrespect to either when I say that. It is a 
simple fact. Last but not least, I submit that it is far 
greater than that of the politicians to whom we have 
been so accustomed to look for help, to tell us how to get 
out of the holes that they dig for us, and otherwise to 
shape our destinies. When I use the term “politician,” 
I am not referring to those statesmen who still are 
valiantly trying to save the liberties that we should 
hold dear. 

If that is true, what is the matter with us? Why, 
with all its potential power, is small business as a whole 
impotent? What I am about to say is intended to cast 
no reflection, but I happened to be in Washington at 
the time small business emulated “Coxey’s Army” and 
descended on Washington. Some of you no doubt were 
there and will agree with me that the spectacle was 
pitiable. 

All these traditional individualists were there—for 
what? To get their individual wounds healed. That is 
perfectly natural ; we want our individual wounds healed. 
But, there was no “soul” to that meeting, there was no 
underlying, fixed idea, nothing to hold it together and, 
indeed, as you know, there were even riots and—unfairly, 
perhaps, but nevertheless justified—the word went out 
over the press that indeed this country was full, not of 
small businessmen but of small men in business. I think 
that designation is unfair, but nevertheless it is a fact 
that small business, as a whole, is not properly organized 
to take care of itself. 


Small Business Not Adequately Represented 


We declaim against Regulation “W” and other regu- 
lations, but small business is not adequately represented 
when they are created. When decisions must be made 
by those who are in control of our affairs, what factors 
are considered? First, the necessity for what is pro- 
posed; second, its influence on labor; third, its effect 
upon the farmers, and finally, its effect upon big busi- 
ness. All of those three are represented to see that such 


(Turn to “Small Business,’ page 30.) 
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Like to laugh? 

Of course you do, 

May I please share with you some gems that we have 
been collecting for the past few months? ‘They are 
vouched for as genuine by those who have been gracious 
and kind in sharing them. 


Received by a New Orleans Store 


“T am sending back the shoes again I don’t want them 
in white and I didn’t order them in white. 

“T wanted them for Easter and I didn’t get them so 
please don’t send me any more shoes it costs to much 
to send them back and forth so please send back my 
mony and dont send me no shoes Hear? 

“T would like to have you send my money back. Please 
dont send me any more shoes. Send money back. Thanks. 
P. S. Send money back to me please Thanks. I don’t 
want no more shoes Hear?” 


Received by a Chicago Department Store 
“Gentlemen: Please look this up as I only received 
one cocktail or beveredge set and one cheese set. When 
I ordered the beveredge set you sent me the cheese set 
so I wrote and said I received a cheese set instead of a 
beveredge set. 

“So I wrote and asked you to send the invoice for 
the cheese set and also to send me the beveredge set. 
Then I mailed you the checks for one cheese set and 
one beveredge set which I received and not one cheese 
set and two beveredge sets as you charged me with. 
Please straighten this out so I will have no more state- 
ments coming and oblige.” 

Eyelid Raisers 


“One of our stenographers typed on a government 
contract, ‘We are operating without shirts—she means 
shifts . . . and a customer writes, ‘Please cancel order 
for bbl. of syrup given your Mr. B. which weighs 610 
lbs.’ ”—Bestovall News. 

Steaks and Shoes 

As dictated: “It has been a pleasure to have held 
down the fort for you since you pulled up stakes and 
headed for Tucson.” 

As transcribed: “It has been a pleasure to have held 
down the fork for you since you pulled up steaks and 
headed for Tucson.” The contributor writes: “Kind 
of thought you might like to know how ‘tough’ things 
are getting in the shoe business.” 


Steaks and Steel 


As dictated: . the bands are anchored to the stake 
pockets at both sides of the cars.” 

As transcribed: “. . . the bands are anchored to the 
steak pockets at both sides of the cars.” —Acme News. 
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DEPARTMENT JETTERS 


° Aline E. Hower 


The Same, Eh? 
“Dear Bro. Smith: 
I called on Bro. Jones & found him sick abed with 
rheumatism. Trusting this will be satisfactory and hop- 
ing you are the same.” 


This Month’s Illustrations »———___—_____—_-> 

What a delightful letter is J/lustration No. 1, writ- 
ten by Mr. W. E. Saufley, Credit Manager, Gold- 
waters, Phoenix, Arizona! It uses a graphic illustration 
which is so courteous and genially given it could not 
help but please the person who receives it. The open- 
ing is very interesting. It makes one want to read fur- 
ther. The closing is most action-impelling. To those 
of us who live away from the Indian country, ///ustra- 
tion No. 2 is another intriguing approach. It must be 
particularly so to the folks who live in and around 
Phoenix. Some of these days we can almost start writ- 
ing the Navajo Indian language, if we receive enough 
fine letters from Mr. Saufley! 

Illustration No. 2, like Illustration No. 1, measures up 
in wording, structure, and most of all, in the ideas 
behind it. 

I wonder whether the expert use of the powerful ap- 
proval appeal in Jllustration No. 3, written by Mr. I. F. 
Boyd, President, Boyd’s, St. Louis, was responsible for 
pleasing Mr. and Mrs. Henry. Notice the part, “Be- 
cause of your usual prompt payments, your dealings with 
us are in no wise affected by these new regulations.” 

The opening of the letter is gracious, the message it 
puts over right to the point, and the invitation most action- 
impelling. I am very proud, to have Boyd’s as a good 
customer. 

Illustration No. 4, by Mr. H. Porterfield, H. C. Cap- 
well Co., Oakland, California, is printed on a deep pink 
paper stock. As you know, pink is the most powerful of 
all colors in producing action. This has been proved 
time and again. The straight-forward opening, the 
threat in the second paragraph, and the action-impelling 
close make this notice one which carries extreme power. 

Illustration No. 5, by Mr. J. D. Henderson, Manager 
Credit Sales, Mayer Israel’s, brings a snow man from 
New Orleans! We have been having the mildest sum- 
mer in a long time in St. Louis, and have been con- 
gratulating each other on the. coolness of the days and 
nights. Evidently this has been true in New Orleans, 
too, when Mr. Henderson could say, “July 10, 1942, 
was a cold day in the U. S. A.” The way he has tied 
this in with a current situation is an expert piece of work. 
The letter is extremely well constructed, well worded, 
and the idea behind it unique and pleasing. 

Thanks to all of the grand folks who have shared with 
us these fine illustrations! 
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August 1, 1942 
. 


Mrs. J. J. Jones 
No. 1 Pedro Place 


Q) Phoenix, Arizone. 


Desr Lirs. Jones: 


Pedro looks asleep, but you'd be surprised et 
wheat he sees through helf-shut eyes, end he's 
elweys willing to cive us the benefit of his 
observations provided it doesn't require eny 
physicel exertion. He calls our ettention to 
your balance of $13.95 which hes been overdue 
since March 30th. “Maybe she seek, or maybe 
she forget, quien sabe?", he shrugs ~ “Better 
you should write her e letter.” 


And so we are writing to find out if maybe you 
are “seek” or maybe you forget. Won't you tell 
us what to expect? 








wes serious matter for you? and we have med 
” npaid account with rs rs = ing oon — 
. ul irom ‘i 
ou realize that your | notices and letters i=” Your contin collection. ion for 
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PHOENIX 


PRESCOTT 
ARIZONA 
BILTMORE 


August 1, 1942 


Mrs. J. J. Jones 
No. 1 Pedro Place 
Phoenix, Arizona 


Dear Mrs. Jones: 


ae 


This is the bear track. It means "good 

omen”. Your visit will be a good omen, 

and we feel certain a mutually satisfactory 
plen will be easy to arrange. If you can't come in, 
won't you telephone now? 


In the Navajo Indien language this is 
the “horse”. It stands for a "journey". 
We hope you will soon journey in to see 
us about your eccount. 


Sincerely 





Credit Kane*er 
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BOYD-RICHARDSON 
OLIVE ar SIXTH 
SAINT LOUIS 





May 1942 


Dear Mr. & Mrs. Henry: 


We are deeply appreciative of our 
business dealings with you over the 
years, and urge a continuance of this 
splendid relationship. 


The Federal Government has passed 
regulations affecting charge accounts. 
This is to inform you, that because of 
your usual prompt payments, your deal- 
ings with us are in no wise affected 
by these new regulations. 


Please use your charge account as you 
always have and report to me at any 
time when our service does not meet 
your full requirements. 


Cordiglly yours, 


of 4 yt 


President 
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New Orleans 
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Bear Mr. Watson 


Many charge accounts are frozen, because of the Fed- 
eral Government regulation requiring all purchases mde on 
or before May 30th to be paid for by July 10th. 


If it is not convenient to pay your account which 
shows $109.76 to be in default now, come in to our 
store and make arrangements with our Credit Department to 





convert your frozen belance to an installment agreement. 
When this has been done you my use your charge account 
again. Right now while our clearance sale is going on 
would be « grend timet 
Come in soont 
Cordially, 
MAYER ISRAEL'S 
p Nendorsow 
| + D. HENDERSON 
MANAGER CREDIT SALES 
bee 
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of the 
1942 Department Store 
Group Conference 


CREDIT is playing a big part in the war 
and the Group Conferences of our New 
Orleans Wartime Convention showed a 
new picture of the credit department 
scene today. The timely discussions of 
this Group are again published in book- 


let form. 


It is filled with up-to-the-minute informa- 
tion on the subjects listed below which 
are of vital importance to all credit execu- 
tives today. 


Personnel Age Analysis 
Regulation W Lay-Aways 
Authorization Credit to Armed Forces 
Employees Accounts Cycle Billing 


Accounts in Default Collection Letters 
Conversion Agreements Unauthorized Charges 
Carrying Charges Sales Tax 

Billing Interest on Accounts 
Coupon Books Default Notification 
Also contains the address by Hon. Ronald 
Ransom, Vice-Chairman of the Board of Gov- 
ernors of the Federal Reserve System on Regu- 
lation W and a complete report of the open 
forum discussions of Regulation W. 


1942 PUBLIC UTILITY 
GROUP CONFERENCE 


A stenographic report of the discussions and 
addresses given at the Public Utility Group 
Conference of the New Orleans Convention 
should be of more than ordinary interest to 
utilities this year. 


This report will also include the report of 
the open forum discussions on Regulation W. 


Only $2.00 Each to Members 
(Non-Members $2.75) 


Order Copies Now! 


NATIONAL RETAIL CREDIT 
ASSOCIATION 
Shell Building + «+ St. Louis, Mo. 
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Sales and Collection Trends 
July, 1942, vs. July, 1941 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 
REDIT SALES decreased 8.3 per cent during 


July ; total sales increased 8.3 per cent; and collec- 
tions increased 11.9 per cent in the United States and 
Canada, as compared with July, 1941. Collections con- 
tinued to increase as a result of Regulation W which 
strongly affected credit sales. Total sales continued to 
increase in some parts of the country due to war pro- 
duction. 


Highlights of the monthly analysis are shown in the 
tables below: 





Highlights for July 


53 Cities reporting. 


18,022 Retail stores represented. 


COLLECTIONS 
52 Cities reported increases. 
11.9% Was the average increase for all cities. 


26.7% Was the greatest increase (Grand Rapids, 
Mich.). 


1 City reported a decrease (5.0%, Torrington, 
Wyo.). 
CREDIT SALES 
34 Cities reported decreases. 
8.3% Was the average decrease for all cities. 


25.0% Was the greatest decrease (Pittsburgh, 
Pa.). 


19 Cities reported increases. 
12.4% Was the greatest increase (Dayton, Ohio). 


TOTAL SALES 
44 Cities reported increases. 


8.3% Was the average increase for all cities. 

37.2% Was the greatest increase (Waco, Texas). 
9 Cities reported decreases. 

15.0% Was the greatest decrease (Aberdeen, 
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WARTIME 


| | STUDY 
How To Organize | COURSES... 


and Conduct should be formed now for learning in the 


D evening hours. Send for your free booklet, 
Credit Schools ‘‘How To Organize and Conduct Credit 
Schools.’’ It tells you how to proceed. 

There is hardly a question on the funda- 
mentals of retail credit that is not answered 
in the up-to-the-minute text and reference 
book, Retail Credit Fundamentals, by Dr. 
Clyde Wm. Phelps. <A book every one 
interested in retail credit should digest. 

Streamlined Letters by Capt. Waldo J. 
Marra covers another timely subject and 
makes an excellent study course in these days 
of brighter, briefer, and better letters. 

The price of ‘‘Retail Credit Fundamentals” is 

$2.25 and ‘Streamlined Letters,’’ $2.50. This 
special price applies when 25 or more of each 


book are ordered for Credit School purposes. Fill 
out the coupon below for your approval copy. 





A new book Retail Credit Management by 


NATIONAL RETAIL CREDIT ASSOCIATION | Dr. Clyde Wm. Phelps is now in preparation 


Ls and will be ready soon. Write us if you are 
Vational in name. .Intisnational, : : on . ; en 
= a interested in an advanced study course based 


‘e | on this book. 
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RETAIL CREDIT FUNDAMENTALS 


By DR. CLYDE WILLIAM PHELPS 


University of Chattanooga, Chattanooga, Tennessee 


STREAMLINED LETTERS 


By Capt. Waldo Marra 


Quartermaster’s Corps, United States Army, San Francisco, California 
Formerly Correspondence Director, Bank of America, San Francisco 


RETAIL CREDIT MANAGEMENT 


(In preparation) 


By DR. CLYDE WILLIAM PHELPS 


University of Chattanooga, Chattanooga, Tennessee 


maATIL THIS CcOoOuPOnN TODAY 


NATIONAL RETAIL CREDIT ASSOCIATION 
Shell Building, St. Louis, Missouri 


Please send me on approval one copy of “Retail Credit Fundamentals” and one copy of “Streamlined Letters.” 
If a Credit School is organized in my city, either or both copies are to be counted in our first order. Other- 
wise, I will remit $4.00 for each book retained by me. Also send my free copy of “How To Organize and 
Conduct Credit Schools.” 
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Washington, D. C., Credit Men Elect 


At the annual meeting of the Associated Retail Credit 
Men of Washington, D. C., the following officers and 
directors were elected for the ensuing year: President, 
Samuel E. Collegeman, Morris Plan Bank; Vice-Presi- 
dent, Roscoe W. Reichard, The Hecht Co.; John K. 
Althaus, Secretary-Treasurer; and Charles W. Pretty- 
man, Assistant Secretary. All directors were reelected 
and include the officers as well as: Harry N. Aiken, 
Grosner’s; Leo Baum, The Goldenberg Co.; Benjamin 
Blanken, Charles Schwartz & Son; Abe Coonin, William 
Hahn & Co.; William F. Hisey, Palais Royal; Charles 
M. Keefer, S. Kann Sons Co.; Elsie M. Lee, Frank R. 
Jelleff, Inc.; Herbert J. Rich, B. Rich’s Sons; Frank 
P. Scott, Woodward & Lothrop; E. Emerson Snyder, 
Raleigh Haberdasher; Joshua P. Stedehouder, Lansburgh 
& Bro.; and Ben Stein, Benson Jewelry Co. 


Obligations of Enlisted Men 


For the information of our members, there is pub- 
lished below the text of a regulation of the War Depart- 


ment dealing with sales on credit to enlisted men: 
TITLE 10—ARMY: WAR DEPARTMENT 
Chapter I—Aid of Civil Authorities and Public Relations 
ParT 13—ASSISTANCE OF CREDITOR BY WAR DEPARTMENT 
SALES ON CREDIT TO ENLISTED MEN 

Section 13.1 is hereby amended to read as follows: 

§ 13.1 Sales on credit to enlisted men. A person, firm, or 
corporation desiring to sell merchandise on credit to an enlisted 
man should, prior to doing so, obtain from the commanding 
officer of the organization to which the enlisted man belongs 
approval of the transaction and of the arrangements in con- 
nection therewith. The incurring by enlisted men of financial 
obligations which it will be difficult for them to meet is not 
regarded with favor, except under most exceptional circum- 
stances. The War Department will not concern itself with the 
business of persons, firms, or corporations selling merchandise 
to enlisted men on credit, and all communications with respect 
to such sales, and all arrangements looking to the establish- 
ment of such business relations must be had with the com- 
manding officers of the organizations to which the enlisted men 
belong. The War Department will decline to assist, by an- 
swering inquiries or otherwise, in securing the payment of ob- 
ligations of this character that are incurred without the previ- 
ous knowledge and consent of the commanding officers of the 
organizations to which the debtors belong. (R.S. 161; 5 U.S.C. 
22) [Par. 2e, AR 600-10, June 2, 1942] 

[ SEAL ] J. A. Unto, 
Major General, 
The Adjutant General. 
[F. R. Doc. 42-6239; Filed, July 2, 1942; 10:01 a.m.] 


Our Front Couer 


The slogan on the front cover of this issue of 
“The Credit World” has been adapted from a plaque 
distributed by the Byrne Display Studios, Saint 
Paul, Minn. Their ad on page one gives full details 
of this beautiful plaque. 
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Coming District Conferences 


Districts Three and Four (Alabama, Florida, Georgia, 
Louisiana, Mississippi, North Carolina, South Carolina 
and Tennessee) will meet in Atlanta, Georgia, April 
11, 12, 13, 1943. 

District Six (Iowa, Minnesota, Nebraska, North 
Dakota, South Dakota, Superior, Wisconsin, and Prov- 
ince of Manitoba, Canada) will meet in Omaha, Ne- 
braska, February 7, 8, 9, 1943. 

District Seven (Missouri, Kansas, Oklahoma, and 
Arkansas) will meet in St. Louis, Missouri, February 


14 and 15, 1943. 


L. S. Grigsby Now Lieutenant Commander 

L. S. Grigsby, formerly Manager, Philadelphia Credit 
Bureau, has been promoted to Lieutenant Commander of 
the United States Naval Reserve, Staff Headquarters, 
Securities Building, Philadelphia. 


Horton New Credit Manager at May Company 

Raymond Horton has been appointed Credit Manager, 
The May Co., Los Angeles, to fill the vacancy created 
by the retirement of William W. Weir. 


Leon L. Utter Appointed Store Manager 
Leon L. Utter has been appointed store manager for 
Kerr Dry Goods Co., Oklahoma City, succeeding F. K. 
Lama, resigned. Mr. Utter who has been credit manager 
of the store for the past two years is succeeded by Miss 
Elma Jo Ingram, assistant credit manager. 


A. P. Bantham Buys Schenectady Credit Bureau 

Albert P. Bantham has ‘purchased the Retail Mer- 
chants Credit Bureau, Schenectady, N. Y., from Mrs. E. 
LeRoy Shannon. Miss Laura E. Grigoleit will continue 
as manager. 


Marra Now Captain in U. S. Army 

Waldo J. Marra, former Correspondence Director of 
the Bank of America, San Francisco, California, and 
author of the book, Streamlined Letters, published by 
the National Retail Credit Association is now in the 
service of the United States Army. He was recently 
commissioned Captain and is serving in the Quarter- 
master’s Corps at Fort Mason, San Francisco. Mail 
should be addressed to him at Box 218, Belmont, 
California. 


E. H. “Red” Brown Critically Injured 
E. H. “Red” Brown, Credit Manager, Shudde Bros., 
Houston, and First Vice-President of the Associated Re- 
tail Credit Men of Texas, was critically injured when 
two police cars collided, July 14. He was riding as an 
auxiliary police officer under the Houston Civilian De- 
fense plan when the accident occurred. 
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“Recognizing a wonderful convention at New Orleans, I 
congratulate you on the large part you had in the selection 
of speakers and all arrangements which were tops in my 
estimation. It was a grand affair all around and we enjoyed 
the convention and the hospitality of New Orleans to the 
fullest.".—C. W. Orwig, Vice-President, Commonwealth Trust 
Company, Pittsburgh, Pa. 

coos V cee 

“The credit granters of this country appreciate the 
splendid effort you have made and the work you are 
now doing toward establishing sound credit legisla- 
tion for the emergency period and for the years fol- 
lowing the war.”—R. J. Helmstadter, Helmstadter’s, 
McKeesport, Pa. . 

“IT wish it were possible for you to designate The Roosevelt 
as your perpetual headquarters for I don’t know when I have 
ever had such a good time with a convention. it was well 
managed, well administered, and yet it had a flexibility that 
is not common with most big meetings.”—Roy Bartlett, Con- 
vention Director, The Roosevelt, New Orleans, La. 

“TI have been reading the CREDIT WORLD for 
several years and have received numerous sugges- 
tions from the ‘Credit Department Letters’ feature.” 
—Harry Levitch, Perel & Lowenstein, Memphis, 
Tenn. 

o— V oo — 

“T think the New Orleans convention was the best ever held 
by the National. There was a good attendance and a fine 
program. The Charleston delegation enjoyed it thoroughly.” 
—D. E. S. Kuhns, Manager, Charleston Retail Credit Asgocia- 
tion, Charleston, W. Va. 

o— V...— 

“Let me compliment you on the snappy issue of 
The CREDIT WORLD for July. I am glad to know 
that you are planning to include all the talks given 
at the New Orleans convention. They are all vital 
at this time.”—Carl Wollner, President, Panther Oil 
& Grease Mfg. Co., Fort Worth, Texas. 

coom— V owe — 

“I wish to congratulate you and all the other officers who 
gave us such a splendid convention in New Orleans and wish 
for you all continued success.”—LeRoy N. Dickerson, Wilming- 
ton Furniture Co., Wilmington, Del. 

“I have read each issue of the CREDIT WORLD 
with considerable interest and the articles have 
proved of inestimable value in keeping me informed 
of trends in credit granting.”—Major J. H. Dowsett, 
East Malvern, Melbourne, Australia. 

ooo V ooo 

“The New Orleans convention was the most businesslike 
and successful that the Association has ever held. It was 
truly a serious wartime convention.”—C. C. Witchell, Secretary- 
Manager, San Antonio Retail Merchants Association, San 
Antonio, Texas. 7 

“Your organization has done an excellent job in 
getting out the booklet on Regulation W and I ap- 
preciate very much your sending copies to us.”— 
L. R. Rounds, First Vice-President, Federal Re- 
serve Bank of New York, New York City. 

coo V seem 


“We wish to thank you for sending us copies of your new 
booklet The Layman’s Handbook of Regulation W for our use 
and for the use of our branches. It seems to be very complete 
and we are sure it will be of great help to the members of your 
Association in obtaining a better understanding of the privi- 
leges granted and restrictions imposed by the regulation.”—R. 
R. Gilbert, President, Federal Reserve Bank of Dallas, Dallas, 
Texas. 





William H. Gray 


Wm. H. (Bill) Gray celebrated 25 years of service 
as Secretary-Manager of the Cleveland Retail Credit 
Men’s Co., Cleveland, Ohio, a few weeks ago. Fitting 
tribute was paid him at an anniversary party held at the 
Mid-Day Club which was attended by leading retail 
credit executives and credit bu- 
reau managers from all over 
Ohio. 

There were plenty of words 
of praise, presents, much razz- 
ing and recollections of a job 
well done. Mr. Gray’s career 
was reviewed by Louis B. Selt- 
zer, Editor of the Cleveland 
Press, for which he was a re- 
porter when he came to Cleve- 
land 36 years ago. T. W. 
Walters, Vice-President of the 
Morris Plan Bank, and Presi- 
dent of the Credit Bureau, was toastmaster. Other 
speakers included Walter Beam, Secretary-Manager of 
the Cleveland Chamber of Commerce and President of 
the Retail Merchants Board; Frank G. Hogen, former 
city safety director and director of city schools by whom 
Mr. Gray was once employed as secretary; Traffic Com- 
missioner Martin A. Blecke, who was a cub policeman 
when Bill Gray was a cub reporter; and Michael J. 
Callaghan, president of the Bellevue, Ohio, Gazette, the 
first newspaper on which Mr. Gray worked. He was 
presented with a double-barreled shotgun by Harry Chad- 
wick, Secretary-Treasurer of B. R. Baker Co., and a 
solid silver tea and coffee service by Jay Iglauer, Vice- 
President and Treasurer of Halle Bros. Co. 

Best known to his intimates and his business associates 
as a kaleidoscopic personality, Bill Gray is famed for his 
gruff manner, his perennial cigar, his habit of wearing 
his hat in his office, his resort to blunt Anglo-Saxon mono- 
syllabic speech. He is equally well known for his good 
sportsmanship, his innate friendliness which he hides be- 
neath a tough-guy veneer, his capacity for sentiment, his 
sense of business ethics and his own personal integrity. 

There is no doubt that he is a great community asset, 
but those who know him in the circles of the National 
Retail Credit Association could add many more words 
of affection and praise in tribute to Bill Gray, a loyal and 
long active member of our National Association. 

In 1917 the Cleveland Retail Credit Men’s Company 
employed ten persons and served 160 members. Today it 
has 160 employes and 1,780 members, and furnishes more 
than 500,000 credit reports annually—a really fine rec- 
ord of growth of which any organization may be proud. 

We wish you many more years of continued success, 
Bill Gray, and we all look forward to a bigger and 
better event celebrating fifty years of service in the retail 


credit field. 
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Things We Have 


... Our credit control system must be kept operative in toto, not in part... 
Credit Bureaus must stay on the job ...We must keep the good things we have. 


ET’S LOOK BACK to the year 1919, 
if because in our present-day thinking and 
our thinking which is to come, the year 1919 
is significant. That year, the AEF, consist- 
ing of some 2,000,000 men, returned from 
France and were discharged from military 
service. Already, a similar number, perhaps 
more, have been discharged from domestic 
service, and all those men, of course, will 
return to industry. 

In 1919, industry started the conversion 
from wartime to peacetime production. There 
were very few automobiles then; only people 
who were considered reasonably wealthy 
could afford to buy one, as the price range started gen- 
erally at about $2,000 and went on up. You remember 
the kind we had in 1919 was the kind most popular now 
with the younger folks, that is, it was the “open job” 
known then as the touring car. Anybody who could 
afford to buy a closed car in those times was wealthy 
indeed, because they were much more expensive. 


A New World of Products 

There was no such thing as a commercial radio in 
1919. I well remember the introduction of Station WSB 
in Atlanta in 1920. They were so proud of their new 
broadcasting station that they invited large groups of 
people to come up on successive nights and witness the 
broadcast, and we went up there and sat with our mouths 
open, watching words and music go out over the air and 
not willing to believe that people outside the room could 
hear it. There were no electrical appliances which in- 
volved the use of an electric motor. There were none 
of these things we call gadgets. 

In 1919, the Credit Bureau with which I am asso- 
ciated published a rating book. I looked it over the 
other day and in that book for that year, there were 
listed the names of 26,532 people. Atlanta was then 
a city of about 200,000 population, so the book rep- 
resented about twelve per cent of our population who 
had charge accounts justifying a credit rating. The 
system of rating showed the number of accounts each 
individual had and how each account was rated and the 
average number of accounts per name was two and 
eight-tenths, less than three. 

On one of the flyleaves of that book, they very 
proudly boasted of their membership in the National 
Association of Reporting Companies, known as the Na- 

*Manager, Credit Service Exchange, Atlanta, Ga.; an 
address delivered at the 30th Annual Conference and Credit 
Sales Forum of the N.R.C.A., at New Orleans, June 16. 
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tional Association of Mercantile Agencies, of 
which there were 142 credit reporting agen- 
cies, now known as Credit Bureaus, in 1919. 
But, in 1929, the organization known as 
General Motors Acceptance Corporation and 
another, Commercial Credit Company, were 
formed for the financing of instalment sales 
of automobiles and other commodities and, 
with the institution of those organizations, the 
whole concept of retail selling changed, 

In 1919, we had in Atlanta a department 
store which has for some years been out of 
existence but which at that time, because of 
its very sound management and very wise mer- 
chandising policy, was known throughout our section as 
one of the very best stores in the section. This firm, the 
Chamberlain, Johnson, DeBoise Company, had open ac- 
counts, it is true, but they so scrutinized every applica- 
tion and were so select in choosing their customers that 
any person going into another store to apply for credit, 
who could show evidence of an account at Chamberlain, 
Johnson, DeBoise’, was extended credit without ques- 
tion. The accounts at Chamberlain’s had that reputa- 
tion, and when, through the loss of the executive heads 
of the organization, it finally liquidated, those accounts 
paid out almost one hundred cents on the dollar. The 
man who, at that time, was associated with the credit 
department in that store told me the other day that their 
collection percentage ran close to fifty per cent. That 
does not sound big to a lot of people, but to us in the 
south it is big. 


Changes Accomplished Through Credit 


Let’s make the big jump from 1919 to 1942, bearing 
in mind that we are encompassing all this vast change 
in the method of retail distribution through the use of 
open and instalment charge accounts. 

We have now in Atlanta what is known as the 
Charga-Plate Group, consisting of four good stores, and 
there are people in Atlanta carrying Charga-Plates to 
the tune of 117,000 as against 26,000 whose names were 
in the rating book in 1919. The people in Atlanta, 
carrying credit accounts now, will average better than 
five per person. 

Where there were 142 credit reporting bureaus in 
1919, we have now in the Associated Credit Bureaus of 
America, by actual count, 1,348. Seventeen of those 
bureaus in our largest cities, that reported their figures 
month before last, made 327,610 credit reports which, 
if they were to maintain the average for twelve months, 
would be close to 4,000,000 credit reports made by seven- 





teen Credit Bureaus. That is an indication of the vast 
change from 1919 to the present. 


But, 1942 and the period that is to follow may be 
compared to 1919 by the fact that the use of credit is 
being scaled to about the same status as in-1919. Priori- 
ties have removed automobiles, electrical appliances and 
gadgets. Credit regulation and rationing to come will 
have reduced the use of open accounts to about the same 
status as 1919, not in volume but in status. So, we have 
an immense credit control machine geared to handle the 
largest volume ever done—and that was last year— 
now limited to a job comparable to 1919. 


What to Do! 

There are two things it seems perfectly obvious we 
should do. One of them is to adapt our credit control 
machine to its future use, and the second thing is to 
keep it turning, even if slowly, in order that its parts 
may not deteriorate through disuse. In adapting it to 
future use, it is well to consider just what brings on the 
present situation, that is: what was the reason for 
Regulation W. In his special message to Congress on 
April 22, the President said in part—and it is quoted 
now in the flyleaf of the printed copy of Regulation W: 

To keep the cost of living from spiraling upward, we must 
discourage credit and instalment buying, and encourage the 
payment of debts, mortgages, and other obligations, for this 
promotes savings, retards excessive buying and adds to the 
amount available to the creditors for the purchase of war 
bonds. 

Let’s see if it actually would: Regulation W, in its 
present form, calls for the liquidation of open account 
indebtedness by July 10 and a constant state of liquidity 
thereafter. Those who are unable to liquidate at that 
time are give the privilege of six months, through an 
instalment arrangement, and those willing to state in 
writing that they are unable to liquidate in six months 
are given the benefit of a twelve-month program. 

The effect will be that a large part of open account 
indebtedness will be liquidated on the 10th of July, and 
probably all but a small percentage—this is purely con- 
jecture, ten per cent, fifteen per cent—will be liquidated 
by the 10th of January, which will be the end of the 
six-month period. In the meantime, open account credit 
will be paid in from forty to seventy days. That means 
if the customer becomes liquid and stays so, he will have 
money in the bank belonging to him and not committed 
to a creditor. 

Now, the price of a commodity is determined by what 
it will bring and not by the manner in which it is sold. 
Will people with money in the bank be more hesitant 
about buying what they want? Possibly a few, but not 
many, and certainly not enough to keep the cost of living 
from spiraling. We Americans want what we want 
when we want it, and, in my opinion, the ability to pay 
for it at the time weakens rather than 
strengthens resistance to the sale. 
Therefore, I do not think that Regula- 
tion W would be operative in curtail- 
ing inflation. 
eIn the last clause of the President’s 
message I think we have the reason 
for the latest amendment to Regulation 
W—“and adds to the amount available 
to the creditors for the purchase of war 
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bonds.”’ I believe the President might have had in mind 
not only to provide to creditors but also debtors additional 
money for the purchase of war bonds. 

Let us consider just what might happen: We already 
have priorities removing all unnecessary commodities, 
leaving us only the things we must have to live, day by 
day. We already have price control, which establishes 
the retail price of the commodities still on the market, 
commodities and services. Now comes a regulation which 
says that people must pay up their debts, and which pre- 
sumes that practically all open account indebtedness will 
have been paid out by the end of this year. 

We are having this year the largest national income 
known in our history. Our government needs all the 
man power available for the progress of the war effort. 
A man has been appointed in Washington to coordinate 
man power: Paul McNutt has the privilege and perhaps 
the authority to tell you and me to leave our desk and 
do a job the government needs done. 

Industry, large and small, that is applicable to war 
work, has been or will be converted to war work, and 
receives its income not from the buying public but from 
the government. Nine or ten million men will be in the 
armed service by the end of the year, it is predicted. 
Women are having to go into the factories and do the 
dirty manual labor formerly done by men, because men 
are not available. 


Is Retail Business Nonessential? 
Now, with that situation existing, retail business— 
except to provide the necessities of life—is nonessential. 
The war is going to cost such tremendous sums, we can- 
not conceive of it. Who pays the money? The man who 
has it. Who has it? The man who earns it. You and 
I. Does it matter if we earn it from our present em- 
ployer or if we earn it from the government? Does it 
matter if we get it because of trade or because of war 
industry? Not at all—a dollar is a dollar. 





It may be reasoned that with the public generally 
indebted from 90 to 120 days beyond its income, addi- 
tional taxes would not only be unpopular but almost 
impossible to collect; that the sale of war bonds and 
savings bonds necessary to finance the war could not be 
accomplished. And so, what is logical? It is to get 
us out of debt and then to keep us out of debt, so we 
may take this tremendous national income and feed it 
back into the national treasury. 

What would that mean? If that is the program in 
mind, it simply means sometime to give us an opportunity 
to become fairly liquid. Comes the order: “No more 
credit, except for health and emergency’—no more 
credit! If such condition does exist, how long will it 
be continued? If it becomes operative and is successful, 
wouldn’t it be reasonable to assume that it will be con- 
tinued long enough after the war to 
pretty well liquidate the war debt, run- 
ning on then for an indefinite period? 

But, this we know: The public gets 
what the public wants. It wanted 
prohibition repealed and prohibition was 
repealed. The public is thoroughly 
sold on the credit system. It has gotten 
things through credit that it could 
never have attained otherwise and, re- 
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gardless of how long the restriction on credit may run, 
I think it is safe to say that eventually all restrictions 
will be removed. 

When the time is no longer here for restriction, what 
should be our attitude? We should retain the best 
features of the Regulation. It should not be necessary 
to have it done by regulation. We should have learned 
by our own experience the desirability of doing so, and 
of so organizing that we can do it. The government now 
is teaching people new pay habits. We should keep those 
pay habits, we should capitalize on them. 

The government taught a new system of home financ- 
ing, first in mortgages through H.O.L.C., refinancing 
those impossible mortgages with high interest rates, en- 
abling people to keep their homes; then through F.H.A., 
making it possible for low income people to own a nicer 
home than they would otherwise. The government has 
taught our people a great deal about financing. Now 
it is going to teach them a great deal about paying per- 
sonal obligations, and we should take advantage of it. 

Then we must keep the machine turning. We must 
not allow our credit granting and credit reporting 
organizations to rust out through disuse. There is still 
need for the Credit Bureau. Regulation W does not 
ensure the collection of an account; it makes it possible 
to have a defaulted account and no customer. The in- 
tent of the Regulation is to get people out of debt. 
Closer cooperation between stores and greater use of the 
Bureau are necessary to carry out the intent of the Reg- 
ulation. 

It has been too obvious that many retailers have been 
looking for ways around, under and over Regulation W, 
actuated by the desire to maintain sales volume. Of 
course, not wanting to go to jail, not wanting to be 
held up to public scorn as an obstructionist to the war 
effort. Oh, no! But still trying to find that little loop- 
hole that would enable them to get by some way, keep 
that tremendous volume of charge accounts that never 
pay up, just dribble along, pay and buy, pay and buy. 
That has been too obvious, and it must stop, because cer- 
tainly if that sort of thing were general, further restric- 
tion would come soon, because the Regulation would 
never have been instituted if it were not intended that 
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we do liquidate, and we are going to be forced to 
liquidate. 

Our Credit Bureaus need your support. I quoted the 
production figures of seventeen of our largest Bureaus; 
I compared those figures with the same month of last 
year, and it was twenty-six per cent less, and actually 
those Bureaus are in a favorable position as compared 
with most of us. They are in cities such as Washington, 
D. C., where there has been such an influx of people they 
have to live elsewhere; cities like Seattle, where there 
are tremendous defense industries at work; cities like 
those, that have an abnormal civic condition because of 
the war effort, are included in these figures, and still their 
volume is twenty-six per cent less than a year ago. 
Most of us are doing less than fifty per cent of the 
credit reporting we were doing a year ago. 

Bureaus are businesses; they do not exist on air and 
water; it takes money to keep the wheels turning. If 
we are to retain this fine and efficient organization of 
Credit Bureaus, which has been developed over the past 
twenty-five years, it is going to be necessary for you 
credit executives to get in there and pitch. We need 
your help. Just because the Regulation says that an 
account goes into default if it is not paid does not mean 
that you can extend credit to Tom, Dick and Harry, 
and do so without investigation. 

In my opinion, investigation is more necessary now 
than ever. First: Does that applicant now have a de- 
faulted account elsewhere? Second: Is he the type of per- 
son who is apt to develop a defaulted account and, 
therefore, have frozen money on your books? Investiga- 
tion is more important now than ever before. You will 
continue to use Credit Bureaus, but scratch around and 
see if you can’t do it in larger volume. 

We Bureaus lost the automobile business, representing 
right there twenty-five to thirty per cent of our volume 
—that is gone—it has not been replaced—there is nothing 
to replace it. We have lost pretty much of the electrical 
appliance business—that is gone—nothing to replace it. 
We have left now the open account store, the instalment 
store that is still doing business, and the personal finance 
company that is still doing business, but we are faced 
with that reduced volume.’ 

About fifty per cent of our Bureaus are cooperatively 
owned. In those cases, your Association will take care 
of the Bureaus. The other half of our Bureaus are 
privately owned and regarded in somewhat a different 
light. It is a business venture on the part of the owner, 
that is true, but ownership of a Credit Bureau is the most 
unessential thing about a Credit Bureau. If the Bureau 
is successful, ownership matters not at all. It is a coop- 
erative institution and worthy the same support that 
would be accorded the finest cooperative spirit anywhere. 

We Americans know how to live; we know the things 
we want and we know how to get them. We are deny- 
ing ourselves now, we will deny ourselves more, but just 
the minute the dam bursts, we are going after all those 
things that we have denied ourselves. 

Our credit control machine must be kept operative in 
toto, not in part. You must stay on your job. We 
Credit Bureaus must stay on our jobs. Because when 
the door opens—and it will come suddenly—we must 
be prepared to take care of what will follow. We must 
keep the good things we have! 
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A TRIBUTE 


To Our Members in the Armed Services 
of the United States, Great Britain and Canada 


Colonel Franklin Blackstone* 


ODAY, I stand before you in a higher state 
of nervous fear than at any time in all the 
years that I have been attending national 
we conventions. It is a fear that I may not 
measure up to the merits of the men of this Association, 


who have gone forth to battle for liberty, for the rights 
of man. 
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I know of no man born anywhere in the Americas, 
whom I would rather quote than that greatest of all, 
General Washington, who led us through the stirring 
days of 1775 to 1783 and whose wisdom and valor has 
come down to us through the ages. For that wisdom 
and for the very fair and just statements that he made 
and the treatment that he gave to his then enemies, our 
now friends and allies, General George Washington 
wrote: “It is absurd for any man to pose as a friend 
of liberty, who does not do his best to defend that lib- 
erty.” And our members of the National Retail Credit 
Association, who are in the armed forces of America, 
Canada, and Great Britain, are doing the very thing 
that Washington said was not absurd but what is the 
duty of every man: they are defending the seven free- 
doms. They are now willing to make the supreme sac- 
rifice in the supreme struggle of all the ages for those 
seven freedoms of American, Canadian and British liberty. 

You know what those seven freedoms are: Freedom 
of action; freedom from fear and want; freedom of as- 
sembly; freedom of speech; freedom of the press and of 
the radio; freedom to work, which is often overlooked ; 
and last and equally as important as any, freedom of 
religion. 

Those seven fundamentals of freedom must not be 
overthrown by any atheistic leader, by men in dictator 
positions throughout Europe, who are trying to carry 
this world into a state of totalitarianism that will lead us 
back to the days of the jungle when men had no free- 
dom, even in the days of feudalism when man was in 
slavery of mind as well as slavery of body. 

Our members who are in the service of these United 
Nations stand and fight for those seven freedoms, and 
we who are here loitering in wartime in a peaceful con- 
vention, appreciating all the joys and all the good things 
of peace, must lend our efforts to back them up in this 
struggle before them and before us. 

This war will be won not by oratory or by words, not 
by propaganda which is in our midst from early morn- 

*Credit Manager, Frank and Seder, Pittsburgh, Pa., Past 
President, National Retail Credit Association. Given at the 


30th Annual Conference and Credit Sales Forum, N. R. C. A., 
New Orleans, June 15, 1942. 





ing until late at night, but by the fighting men, and 
represented in those fighting men are the members and 
sons of members of the National Retail Credit Association. 

Throughout every capital of the world, there is a 
propaganda coming forth to control the peace. When 
our valiant soldiers doff the uniform of fighting men and 
take on the civilian garb of peace, their real battle has 
only begun. They must guard, and probably they alone 
will guard in true form, the real objectives of the su- 
preme struggle of the ages. 

We have won wars, but this war is different. The 
objectives may be the same, but the peace that is written 
in the annals of history of the United Nations must be a 
peace that will last; a peace that will be fair and just; 
a peace that will give all of us, and especially the sol- 
dier who risks his life, the proper sphere in the world. 

Propaganda that is coming from high places through- 
out the capitals of the world is trying to lead your mind 
and mine into certain channels for certain things that 
were not even considered at the time this great strug- 
gle, this World War, began. But, in the face of all 
this, the seven freedoms for which we began to fight 
must continue. 

When the soldier becomes the citizen, he must use the 
right of franchise. One hundred and seventy-five years 
ago, or less than that, the right of franchise was the 
boon for which unknown generations of men had fought 
and bled. And what do we do with it today? Sixty 
per cent of the people of America—and that includes 
credit men—do not now exercise that right as they 
should. In the future, that right of franchise must be 
used ; it must be used not once but continuously, and it 
must be used not only in America and Canada and the 
Dominions of Great Britain, but it must be used in all 
the nations represented by these flags behind us, our 
allies in the fight for liberty! 

Now, as a final tribute to the valor of these men, let 
us rise and, as we stand, let us murmur a prayer to 
Almighty God that He will help them in the struggle 
for the seven liberties of man. Arise, ye people, face 
these flags, utter a plea to God for victory for America, 
for Canada, for Britain, and then, as you pray, think of 
the members of this Association who are willing to make 
the supreme sacrifice for your liberty and for theirs and 
for the salvation of the world and the religions of the 
world. 


. . . The convention arose and faced the Flags of the 
United Nations in silent prayer... . 
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CREDIT CLINIC 


Conducted by 


ARTHUR H. HERT, Research Director 
...A “give-and-take”’ page, wherein readers may ask — and 
answer — questions about their credit and collection problems 
and solve them in the laboratory of practical experience... 








Authorization Under Regulation W 


The Research Division asked Mr. 8. E. Edgerton, Gen- 
eral Credit Manager of The Broadway, Los Angeles, for 
this exclusive story for The Crepir Wor LD, on his new 
authorization plan under Regulation W. 

N REVIEWING the provisions of Regulation W 

we concluded that as to the requirements of Section 
5 pertaining to charge accounts, there were three general 
methods of compliance which should be considered, as 
follows: 

1. One hundred per cent authorization, which would mean 
the routine method of authorizing every salescheck. This ap- 
peared to be almost an insurmountable task in that it would be 
necessary to check each salescheck with the ledger account. As 
the bookkeeping for our three stores is done at the Los Angeles 
store, such an attempt could result only in a chaotic condition 
and cause endless complaints due to delay and very poor serv- 
ice. Then, too, the billing department would have little if any 
opportunity to do its work during business hours. 

2. A compilation each month of lists of accounts that would 
be in default after the 10th, and checking against such lists in 
the instance of each purchase. Although we believed this plan 
presented less complications than complete authorization, we 
felt that it was fraught with so many unseen difficulties and 
full of loopholes and uncertainties that it was also discarded. 

3. A pre-authorization plan through the medium of Credit 
Cards given to the customers whose accounts met the require- 
ments of the regulation, and the authorizing of saleschecks 
from the ledgers covering purchases made by customers who 
did not have Cards. 


After considerable study we came to the conclusion that 
the third plan was the best for our particular needs, 
thereby eliminating a large part of the tremendous amount 
of detail involved in authorizing every salescheck or in 
the compilation of cumbersome lists in triplicate, one for 
each store, which lists, from the very nature of things, 
would be in a constant state of revision. 

So we put this system into operation in our three stores 
on July 1. The Credit Offices of The Broadway-Holly- 
wood and The Broadway-Pasadena have immediate con- 
tact with the authorizing division of our downtown store 
by direct telephone lines, so that their service is as ef- 
ficient as rendered in the main store. The general system 
has worked even better than anticipated. What pleases 
us most is to note its reception by our customers. It seems 
that they are glad to carry the Credit Cards, which is 
very helpful. 

Here is how it works: 

Seventy thousand bills were mailed out as of July 1. 
As soon as the billers had finished the postings for the 
month of June, the bills were given to the Credit Office 
where they were inspected by competent people and 
sorted into two groups. In one group were placed the 
bills which showed that May purchases and previous were 
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paid in full. These bills were mailed with a Credit Card, 
“Exhibit A,” with an explanatory notation. With the 
other group of bills showing a May or previous balance, 
which would be in default after July 10, we enclosed an- 
other card, “Exhibit B.” 

In the sorting of the bills we found many that were in 
balance. It is not our custom to mail such statements, 
but in this case all of these statements which did not rep- 
resent closed or unsatisfactory accounts were mailed 
Credit Cards. This additional mailing increased our 
usual number of monthly statements. 

The Credit Card, “Exhibit A,” is small enough to fit 
into the Charga-Plate holder. ‘Three of these cards go 
to each charge patron with a place for thé signature of 
“Miss or Mrs.,” “Mr.,” and “Authorized Buyer,” and 
each is stamped, “Expires Aug. 10, 1942.” On the re- 
verse side the card states: 

This card when presented with your Charga-Plate will en- 
able us to render prompt authorization of your Charge Pur- 
chases. Broadway Department Store, Inc. 

The face of the card accompanying the Credit Cards— 
which are perforated and to be torn off by the customer 
—is headed ““New Credit Regulations.” 

The use of charge accounts is now controlled by Government 
regulations and in order to assist us in complying with the 
regulations, as well as in our endeavor to offer the best possible 
service, arrangements have been made to provide a CREDIT 
CARD which we believe will be an added service to you in 
shopping at The Broadway in downtown Los Angeles, The 
Broadway-Hollywood, and The Broadway-Pasadena. 

On the inside it is further explained: 

CREDIT CARDS for use in connection with your charge ac- 
count are attached to this notice. These CREDIT CARDS will 
expire August 10, 1942, but each month hereafter new CREDIT 
CARDS with extended expiration dates will be enclosed with 
statements of all accounts which show that the balance for the 
previous month has been paid in full. Additional CREDIT 
CARDS may be secured upon request. CREDIT CARDS not 
needed should be destroyed. A CREDIT CARD when shown 
to our salespeople with your Charga-Plate makes it possible 
for us to give prompt service. If at any time you should wish 
to have a purchase charged and find that you do not have 
your CREDIT CARD or Charga-Plate with you, please make 
your purchase in the regular way and a new CREDIT CARD 
will be issued. YOUR CREDIT CARD IS EVIDENCE OF A 
PROMPTLY PAID ACCOUNT. 

As our collection percentage for the month of July 
was 78.15 per cent, you can readily understand that a 
very large number of our regular active accounts were 
pre-authorized with the Credit Cards for the month of 
August—in fact up to and including September 10, 
whether or not each customer would make one or several 
charge purchases in our stores. Now compare the little 
additional work which was required to segregate bills in 
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order to enclose Credit Cards to the tremendous task of 
checking the ledger for each purchase of every charge 
customer, day in and day out, tomorrow and the next 
day, no doubt referring to the ledger many times for the 
same customer, etc. In fact, there is no comparison. The 
beauty of it all is that we are giving equal if not better 
service than formerly to those accounts which are paid 
promptly, and have far better control over the slow ac- 
counts, with little additional expense due to the increase 
of personnel. In fact the general tenor of our office re- 
flects no indication that anything unusual has happened, 
since it carries the same dignified, businesslike aspect as 
formerly. 

As of August 1 we mailed 64,611 statements. Of this 
number 49,997 carried a Credit Card, “Exhibit C,” for 
the August shopping, leaving a balance of 14,614 without 
cards. This shows that 77.40 per cent of the accounts 
likely to be active during the month were pre-authorized 
to September 10, inclusive. 

Now a goodly portion of the remaining percentage will 
pay their bills either by mail or personally to one of our 
cashiers during the month. If the customer presents her 
statement for the previous month to the cashier’s window 
and pays the account in full, she is given a Credit Card 
by the cashier. On the other hand, if the remittance is 
received by mail, a pencil notation is made upon the 
ledger sheet in lieu of the actual posting which will take 
place soon after, in order that the first charge purchase 
that she makes may be approved immediately upon refer- 
ence to the ledger, even though the actual posting has not 
been done. A Credit Card is then returned with the 
duplicate salescheck bearing the authorization stamp. In 
this case only the first charge of the customer is referred 
to the ledger; she, now having her shopping card, may 
continue her purchasing without the further delay of 
referring to the office. It is our plan to change the color 
of the Credit Card each month. 

A few days before the system was put into operation 


Th 


K CREDIT CARD when shown to our 
salespeople with your Charga-Plate 
makes it possible for us to give prompt 
service. If at any time you should wish 
to have a purchase charged and find that 
you do not have your CREDIT CARD 
or Charga-Plate with you, please make 
your purchase in the regular way and a 
new CREDIT CARD will be issued. 


Miss or Mrs. 


YOUR CREDIT CARD IS EVIDENCE 
OF A PROMPTLY PAID ACCOUNT 


The BROADWAY 


lie 
in your EXPIRES SEPT. 2 


Tbe BR 


BROADWAY 
Malcolm McNaghten, 
Los Angeles - Hollyw 


Please Sign Your Ni 


OADWAY 


our Superintendent’s office began a store-wide educational 
campaign of the selling force. Meetings were held with 
department managers, their assistants, and floor super- 
intendents, so that everyone would be thoroughly con- 
versant with the plan, and the following rules were put 
into effect: 


1. Charge-Take sales up to $15.45 including sales tax may 
be given to the customer without any authorization providing 
the customer presents both her Credit Card and Charga-Plate. 

2. Charge-Take sales up to $5.00 including sales tax may be 
given to the customer without any authorization if the cus- 
tomer has either her Credit Card or a Charga-Plate. 

3. If the customer has neither a Credit Card nor a Charga- 
Plate, Charge-Take sales up to $2.58 including sales tax may 
be O.K.’d by someone in authority on the floor. 

4. In the “amount received” space on the salescheck of all 
charge transactions, both Take and Delivery, write “Charge 
Yes” if the customer has presented a Credit Card, or “Charge 
No” if the customer has not presented a Credit Card. 

5. Present ruling regarding customers’ signatures is still in 
effect under the new credit regulations; that is, all Charge- 
Take saleschecks are signed by the customer and a comparison 
should be made between the signature on the check and the 
signature on the Credit Card or Charga-Plate. 

6. It is important always to ask the customer for her Credit 


Card as the presence of the card will help to assure prompt 
service. 


A recent survey shows that more than 77.0 per cent of 
our customers carry their Charga-Plates with them, so we 
find that this carriage aids materially in the efficient 
functioning of our Credit Card system. In fact the 
latest report is that 64 out of every one hundred charge 
customers are actually presenting their Credit Cards. 

As time goes on the buying public will probably become 
more and more conscious of the Regulation, and we will 
pre-authorize as of the first of each month at least 80.0 to 
85.0 per cent of the charge purchases made during the 
month; also there will no doubt be a similar increase in 
the percentage carrying Credit Cards. The Credit Cards 
have won this reception, there having been no advance 
notice or publicity of any kind given. 


Pres. . . 

ood - Pasadena New Credit Regulations 
The use of charge accounts is now controlled by 
Government regulations, and in order to assist 
us in complying with the regulations, as well as 
in our endeavor'to offer the best possible serv- 
ice, arrangements have been made to provide 
CREDIT CARDS to those whose accounts have 
qualified, which we believe will be an added 
service in shopping at The BROADWAY in 
downtown Los Angeles, The BROADWAY- 
HOLLYWOOD, and The BROADWAY- 
PASADENA. 


CREDIT CARDS are now 
the statements of all accoun 
the balance for the . 


McNaghten, Pres. 
- Hellywood - Pasadena 


brought forward 
time of their first 
purchase if payment has been made by mail. 


ena CREDIT CARDS when shown to our sales- 


—_ with a Charga-Plate make it possible 
‘or us to give prompt service. If at any time 


Pasad 


customers whose accounts have — should 


wish to have purchases charged and find that 
they do not have their CREDIT CARDS or 
Charga-Plates with them, the purchases should 
be made in the regular way and new CREDIT 
CARDS will be issued. 


(©) me BROADWAY 


MALCOLM MCNAGHTEN, Presipant 


Los Angeles Hollywood Pasedens 
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The Road Ahead — 


As Viewed from Washington 


NY LOOK AHEAD envisions post-war conditions 
\Y affecting not only our country but the entire 
world. We have heard a great deal in recent weeks from 
our leaders and know what they have had to say publicly. 
Any peace treaty, any settlement of international dif- 
ferences should be considered as a contract, and some 
contracts—due to their uncertain nature—require sureties 
to ensure performance. We know that sureties on that 
peace treaty, that contract, have been made public. We 
in Washington don’t think everything has been made 
public; many of us believe that, under the surface and 
in conferences, many matters have been decided upon 
that will ultimately appear. 

Every surety on a bond has the right to inquire into 
how his principal is performing, and in some instances 
the surety has a right to take over everything that the 
principal has and carry out the contract himself. ‘That 
is exactly what I think is going on in Washington, and 
I think we can infer as much from public utterances. 


The Problem of Land 


There is one thing, however, that has been overlooked, 
and that is the problem of land. I refer to small farms, 
owned and occupied by the farmer who occupies the 
house; small houses for mechanics in the cities. Home 
ownership is world wide and it has been so for the 
centuries. 

We made an approach to it. A former President of 
the United States made an attempt to solve that prob- 
lem for Germany, about twelve years ago. The present 
Administration, through FHA and under its Land Ten- 
ant program and through Grand Coulee, has also not 
overlooked it. It is a problem that has to be solved, if 
we are going to have world stability; it means normal 
conditions of administering credit. 

Coupled with the foreign affairs and the “road ahead,” 
we have domestic policies. "You know what the Prince 
Committee is doing; you know there has been talk of a 
public works program after the war: But, more than all 
else, the contracts in instalment selling will be expanded. 
And that leads me to the resolutions presented at this 
convention. 


R. Preston Shealey* 


Washington Representative, 
National Retail Credit 
Association, Washington, D. C. 


Act, giving the Federal Reserve Board power to regu- 
late consumer credit. 

In any event, with the conclusion of the war, that 
power will have expired. So, if you consider that there 
are any provisions in Regulation W or the consumer 
credit control program of the Federal Reserve Board 
that you would like to retain in permanent form, then 
you have to get busy with some measure of legislation 
to continue it. 

We also have bankruptcies. Some will say that this 
is not the best time to consider bankruptcies, even though 
word was just received that the House Judiciary Com- 
mittee is considering our Bill—the McLaughlin Bill. If 
we follow the pattern of the first World War, this is the 
time to consider amendments to the Bankruptcy Act. 


Bankruptcy Cases 


In 1917-1918, bankruptcies were reduced to a mini- 
mum. Immediately following the conclusion of that war, 
they jumped until, at one period not so long after the 
Treaty of Versailles, they had almost doubled. 

We endorsed the McLaughlin Bill in convention reso- 
lution because one of the objectives was to place referees 
in bankruptcy on a salary basis, thereby relieving them 
from the temptation to neglect the small bankruptcy 
cases in favor of the large corporations, in which they 
got large fees. 

The second feature was reducing the filing fee to those 
debtors who wished to pay their debts rather than pay 
them by discharge in voluntary bankruptcy. We have 
suggested to the Chairman of the House Judiciary Com- 
mittee and to Mr. McLaughlin that if they cannot get 
the Bill through, due to opposition of a pension provi- 
sion feature in the Bill for referees, that they drop the 
pension feature and then present it to the 





There are four resolutions in which the 
Washington activities are directly concerned. 
One is the matter of instalment selling. Regu- 
lation W and its amendments was predicated 
on the National Defense Act of 1917, and it 
was even doubtful—at least some people 
doubted—whether the President had author- 
ity to issue the Executive Order based on that 





*An address given at our 30th Annual Confer- 
ence and Credit Sales Forum, New Orleans, June 
17, 1942. 
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House and endeavor to have it pass the House 
at this session. 

One convention, several years ago, recom- 
mended an amendment to the Bankruptcy 
Act, giving the federal courts power to refuse 
an adjudication in those cases where the wage 
earner, who had contracted debts on the 
strength of his wages or salary and still had 
enough over and above his living expenses to 
pay something on his debts, but refused an 








er 











adjudication. We have discussed that with several or- 
ganizations in Washington, which would be mutually 
interested. On the Pacific Coast, some of the bankers 
have taken up the problem and have written they con- 
sider personal insolvencies a major problem. 

The reply was: “Yes, that amendment would be a 
good amendment, but we cannot get it through Con- 
gress.” We do not look at it that way and we are going 
to persist until we do get it through. 

Let us consider the matter of garnishment of salaries 
of federal employes. That is a matter that has come to 
the floor right here in this state. I was told that on 
June 16, the Louisiana State Legislature repassed the 
Bill of a year or two ago, permitting the garnishment of 
salaries of state employes of the State of Louisiana, and 
was also informed that, this time, it is expected the Gov- 
ernor will approve it and not veto it. If that happens, 
it will be very helpful in get- 


to these measures, or measures with this objective, when 
they have been presented in previous Congresses. 

Our Bill has been carefully gone over by an official 
of the Federal Government, from the standpoint of re- 
ducing embarrassment to the government to a minimum 
in the matter of answering garnishments, and he feels 
that the Bill as we have it drafted does just that. He 
did not express his approval of the merits or the objective 
of the bill—that is garnishment. That is a matter which 
we have to take up and press and fight for. 

There are several provisions other than that question 
of the reciprocal basis or nationwide basis in our Bill, as 
contrasted with the Bill of the distinguished Senator from 
the State of Oregon. Among other things, we place a 
limitation of eight per cent interest on debts of govern- 
ment employes, and then a fee to accompany the attach- 
ment papers. 

The Holman Bill does not 





ting our former Bill through 
Congress. 

On June 9, Representative 
Kefauver, of Tennessee, in- 
troduced a Bill permitting the 
garnishment of salaries of 
federal employes upon a re- 
ciprocal basis. Perhaps, you 
may wonder why we did not 
have our Bill introduced upon 
a nationwide basis applicable 
to federal employes in every 
state. The answer is quite 
simple: In some of the very 
large states of the Union, 
such as Pennsylvania with its 
forty-six Congressmen, they 
do not even permit the attachment of salaries or wages 
of employes of private enterprise, to say nothing of their 
state, municipal, or county employes. I am told that 
condition applies in other states, somewhat similar in the 
State of Texas with its great delegation of twenty-six or 
twenty-eight Congressmen. We prefer, therefore, to ap- 
proach it from the reciprocal basis. 


Rapids 


Austin 


Company, Tyler 





I am emphasizing this because a few days after Repre- 
sentative Kefauver introduced his Bill, on June 9, an- 
other Bill on this subject was introduced in the United 
States Senate by Senator Holman of Oregon, which pro- 
poses to permit garnishment of federal employes upon a 
nationwide basis. We would prefer that the Bill should 
permit garnishment of salaries of federal employes in 
every state. But, it is a thorny subject, it is a difficult 
one, and it can be illustrated by my experiences with 
members of the House Judiciary Committee. 

Within the past two years, I have canvassed that com- 
mittee, have had long conferences with from four to five 
members. The last of those members said what all the 
others had said: that we were entitled to a Bill of such 
nature, that it was a just measure and should become a 
law, but he concluded his statement by saying: “But, I 
am not going to stick my neck out.” 

In normal times, there are over 1,000,000 federal em- 
ployes ; there are a great many more now. So you have to 
consider this subject from the standpoint of the opposi- 
tion that those federal employes have always manifested 


In the October Issue 


“Improving Collections—The Collection Agen- 
cies’ Contribution,’ Fred Fluegel, Iowa , 
Adjustment & Credit Bureau, Cedar ably in particular by em- 

“It’s Time Business Understands,” John H. 
Keen, Motor Carrier Insurance Agency, 


“Effect of Regulation W on the Jewelry Busi- 
ness,” L. S. Dickason, Dickason Jewelry 


“The Collection Problem of the Professional 
Man,” J. H. Suydam, The Toronto Credit 
Bureau, Toronto 

“Can Accounts Be Frozen and Cured Without 
Adding to Overhead?” L. Ray Schuessler, 
C.P.A., St. Louis 





have any provision whatso- 
ever in regard to interest, and 
I suspect it will be looked on 
and violently opposed prob- 


ployes of the Federal Govern- 
ment in the District of Co- 
lumbia. Under normal con- 
ditions, they number consider- 
ably over 100,000, and in 
abnormal times such as this, 
away over a quarter of a 
million. 

In Maryland and Virginia, 
immediately adjoining, there 
is a Small Loan Law permit- 
ting interest on small loans 
at three and a half per cent a month. The result is, 
the government having a limitation of six per cent, there 
is a flock of small loan companies lending money to 
people in the District, on the outskirts of the District. 
The District employes are no different from others: they 
borrow money. So I am absolutely confident that the 
federal employes, in that respect at least, will much pre- 
fer the Kefauver Bill to the Bill introduced by Senator 
Holman. 

The Sparkman Bill, reported to Congress sometime 
ago, is a revision of the Soldiers’ and Sailors’ Civil Relief 
Act. When the Bill was first introduced, it had a pro- 
vision requiring that accommodation makers could obtain 
the same stay that soldiers could, in the matter of en- 
forcement of their contract. That was very objection- 
able, because many merchants will make a sale upon the 
guarantee of a brother or a father or a friend of a 
prospective soldier. Our group—consisting of bankers 
and merchants and our own Association—had numerous 
conferences on that subject, and when the Bill was re- 
ported to the House, a short time ago, it left out that 
provision including accommodation makers and guaran- 
tors along with the moratorium rights of the soldiers, 
and permitted—through a separate agreement—a sale 
on the accommodation or guarantee basis. 

Some of you might say about this garnishment meas- 
ure: “It does not affect me. I have very few debts 
of federal employes on my ledgers.” That is not the 





(Continued on next page) 
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A new monthly column devoted to the history of our growing 


local Associations. 


New York City 


THE ORIGIN of the Associated Retail Credit Men 
of New York City, Inc., is best explained by the follow- 
ing clipping which appeared in the Daily News Record, 
Thursday, April 12, 1917. 


A complete system of credit interchange, whereby the ledger 
experience of the various retail stores throughout the city will 
be available for retail credit men as a whole, is the objective of 
the Retail Credit Men’s Association, which is expected to be 
permanently organized two weeks hence at another meeting of 
representative department store credit men and others to be 
held at the Hotel McAlpin. 

A committee on Plan and Scope, another on Constitution and 
By-Laws, were appointed at an initial conference at the Mc- 
Alpin last night, participated in by 33 prominent retail credit 
men. The conference was instigated by William H. J. Taylor, 
credit manager for Franklin Simon & Co., and a director of 
the Retail Credit Men’s National Association, who has long 
advocated a closer cooperation of those in retail credit circles. 
At the second meeting, which will probably be held on April 
25, the reports of the two committees will be approved and 
adopted, following which permanent officers will be elected. 
Talk last night indicated that Mr. Taylor was slated for this 
office. 

A dinner preceded last evening’s gathering, the attendance 
including not only department store men, but representatives of 
many specialty shops and other stores not in the ready to wear 
line. All present were members of the Retail Credit Men’s 
National Association. 

In opening the meeting, Mr. Taylor outlined his views for 
the exchange of credit information, and pointed out that through 
the dissemination of ledger experiences, the retail credit men 
could do much to eliminate the undesirable customer and com- 
pletely do away with the “dead beat.” A system of centralized 
credit information regarding retail customers he said he thought 
would go a long way toward solving many problems for the 
checkers of retail credits. 


(Continued from page 25) 

case in every store. The West Virginia State Associa- 
tion of Retail Grocers say that is their major problem: 
debts of federal employes have done more to pull down 
the retail grocers in West Virginia than any other factor. 

One of the large department stores of New York 
City, through the courtesy of the Executive Manager of 
The Credit Bureau of New York, Mr. A. B. Buckeridge, 
recently made a very comprehensive study of such debts 
on their books. It just shows that if the majority of the 
stores of this country have as many debts of federal em- 
ployes on their books and have as much trouble in collect- 
ing them as the New York store does, then it is a serious 
nationwide problem. 

Apart from the pecuniary benefit that you may receive 
by getting federal employes to pay their debts promptly 
and not lose money thereby, a Bill has been introduced, 
under the sponsorship of the National Retail Credit 
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These views were seconded by Herman Steinberg, who is 
well known in retail credit circles, in view of the fact that he 
probably handles a vast majority of all claims placed for col- 
lection in retail circles. He recounted many of his experiences 
with retail customers and told of the many subterfuges prac- 
ticed by the public to obtain merchandise on credit. 

The first regular meeting of the Retail Credit Men’s 
Association of New York.was held at the Hotel McAlpin, 
Wednesday, April 25, 1917, attended by 23 members. 
William H. J. Taylor, as temporary chairman, called 
the meeting to order and was unanimously elected presi- 
dent. J. K. Cuddy, then with Oppenheim Collins Co., 
was elected Vice-President by a unanimous vote. Mr. 
Cuddy is now deceased. Mr. Taylor, now retired from 
active business, lives in East Orange, New Jersey, and 
while confined to his home because of illness retains his 
interest in the Association through regular correspondence. 

At the time of incorporation it was found that the 
name selected was unavailable because of conflicting with 
other existing corporations, and it was changed to the 
Associated Retail Credit Men of New York City, Inc. 
The first office was located at 347 5th Avenue, New 
York City. 

In August, 1921, the reference clearance bureau was 
established with the exchange of ledger information be- 
tween members of the Association. Prior to that time 
messengers from each store visited the credit offices of 
other firms given as reference by applicants and waited in 
line while the trade information was looked up. Shortly 
after the trade file was established the Association fol- 
lowed with a Special Reporting Department, then a Col- 
lection Department and a Locate Department. 

The succession of moves to larger quarters has marked 
the progress of the Associated Retail Credit Men of New 
York City, which in 1930, officially changed its name to 
the Credit Bureau of Greater New York, Inc., but still 
retained its former name for purely educational projects. 

The Associated Retail Credit Men of New York City 
has been the largest unit in the National Retail Credit 
Association for the past eight years; at the present time 
has 1,200 members and its files contain the credit records 
of 4,398,000 individuals who have credit accounts in 
greater New York. 


Association and it must be passed. Our prestige is at 
stake, and each and every one of us should take off our 
coats and put that measure across. : 

The third and last and maybe the greatest benefit is 
the benefit that. will come to the nation. There are many 
refugees in Washington from France. I have a refugee 
lawyer from Paris in my own office. He tells me that 
the inefficiency of the French Government was caused 
in part by the myriad of federal employes of the Republic 
of France. They not only had employes falling over 
themselves in government departments, but the railroads 
were state railroads as were the telephone, the telegraph 
and other public utilities; they were all federal employes. 
The point is that if we are beaten by opposition of 
federal employes, if this measure is beaten by their opposi- 
tion, then it certainly does not forebode any good for 
America. J believe the members of the National Retail 
Credit Association will not let that happen in thie good 
country of ours. 
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— UNAUTHORIZED CHARGE NOTICE 











Your patronage and goodwill are sincerely appreciated. In fact, we hope that every- 
thing we do will contribute to the continuance of this happy relationship. 


The new Government Regulations, however, have placed a number of new duties 
upon us. One of them, for example, requires us to ask for immediate payment of 
the purchase listed below, or the return of the merchandise. 


It is, therefore, with sincere regard for you as a valued patron that we ask you to pay 
this small sum. If you can also include in your check the amount in default, we shall 
be very grateful. 


This will restore your charge account to its customary excellent standing and you 
will be able to use it at once. 


* Amount of purchase $............ ORG PI a0. b.ikncesesicssaccoses * 
$ 


Amount in default 











he LATEST in our Regulation W series. For use in connection with 
unauthorized “charge-takes” of $5.00 or less. Specially prepared to enable 
credit granters to conform with government requirements and still retain 
customer good will. 


A form that collects both the amount of the unauthorized purchase and 
the amount in default. For best results, should be used in duplicate and copy 
retained for inspection purposes. 


Firm name imprinted without charge in bold face type on all individual 
orders for 5,000 or more. Actual size 644" by 7". Designed for use in window 


envelopes. 
: Price — $2.75 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 
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CLARENCE P. LEWISSON 
Credit Manager, Kennedy's, Boston, Mass. 


Reducing Credit 


HERE ARE many kinds of data that Credit Sales 
| Managers desire, but they have to consider the 
expense of obtaining them. If several operations can be 
combined, even in part, it follows that some of the 
expense has been eliminated, so I am going to illustrate 
a combined trial balance, dunning sheet, and aging blank 
all in one. 

The trial balance is necessary in the bookkeeping de- 
partment, the dunning sheet is required in the credit de- 
partment, and the aging is wanted by both the executive 
and credit departments. Some stores age quarterly and 
on down to once a year, but its highest value is when 
done monthly. 

Samples of two styles are shown and are made up for 
an office using the three-payment plan. Style (A) is 
ruled for use with address plates printing the name, 
address, and account number. As only plates for custom- 
ers having an open balance are used in heading the 
monthly statements, these same plates are run again on 
the aging sheet, and printed in duplicate; that is, two sets 
of sheets are made by using carbon paper. They are given 
to the bookkeepers with the headed statements, and are 
made up after completing the month’s statements, by fill- 
ing in separately the month of purchase, total of original 
month’s purchases, and unpaid balance of each month. 
Ledgers properly set up for the three-payment plan show 





Office Expenses 


that information at a glance. That completes the book- 
keepers’ part and proves the ledger in balance. 

From this point the duplicate copy goes to a designated 
office for aging, and the original to the credit department 
who use it for information as to the condition of the 
accounts during the month. 

All payments and merchandise credit slips on accounts 
receivable are made with a carbon copy for the credit 
department, who note in pencil, each day, all payments or 
credits to each separate account. No charges are entered, 
as they appear on next month’s sheet. 

With this information more clearly shown in the 
sample forms, the credit sales manager can review an 
entire ledger of 300 or more accounts in a few minutes; 
see at a glance what accounts are past due, how long, and 
in what amount; and make notation in the three spaces 
at the left for the collection clerks to follow up. The 
three spaces are used, first of month, middle of month, 
also first of following month, as that collection letter 
should be sent out promptly on the first, with the bill, 
which is before the new sheets come in. 

This last notation is transferred early each month from 
the third column of the old sheet to the first column of 
the new sheets. There is also another entry that requires 
transferring. If an office closes its ledgers, say three days 
short of the month, all payments and credits for those 
days should be transferred to the new sheets to conform to 
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(A) Trial Balance—Accounts Receivable 
—— a Date—June_1 1940 _ 
Past Due 
Amount of 
Month Trial }6 Months or g 
ACCOUNT Purchased fo od Belence 1 Toa Ne % Due Yo Due Hho Dee fo | More olleat 
Ao, 
John Doe — — seis 
1002 Arrow St. 
Cambridge, Mass. ’ 
B- 4004 
Mary Doe 12 39 | 75.00 betped i See 
223 Sparks St. 1 15.00 of ™ 
Boston, Mass. 
B-4224 
John Jones £33 
«67 
232 Commonwealth Ave. ; ro 20.00 a 
Boston, Mess. 5 00 16.00 = 
B- 10002 
Mary Jones 4 00 20.00 * 
35 Brookline St. 5 00 10.00 
Dorchester, Mass. 
B-10032 
Jane Doe 9 39 00 «| 16.67 1647 
344 Summer St. 
Chelsea, Mass. 
P-5°34 
@ _— Trial Balance — Accounts Receivable 
Store anette in - Date__ YUNE 1 1940 * 
Amount of Due Due Oue Ou 
NAME Month pes Trial e Oue Oue Past Ove Accounts 
Purchased Purchase Balance r % ae pnt io Ararrcls 10 ub fo Jam io oy Colection 
7936 | JOHN DOE 60.00 20.00 aoe? ‘ 
2286 MARY DOE 32 39 {3-88 49.00 orto 15O~@ 
15. 15.00 SOT Sed Sod 
10807 | JOHN JONES 3 25.00 16.67 £33 
4 30.00 20.00 - “ 
- | 15.00 15.00 - 
92816 | MARY JONES 4 30.00 20.00 “3 - 
5 10.00 10.00 > ~ 
37872 | JANE DOE 9 39 | 50.00 16.67 1467 
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actual billing. These items are not hard to pick out if a 
colored pencil is used when first entering. Just run down 
for colored pencil entries and transfer those. It is prob- 
ably needless to mention that everything in connection 
with this is alphabetical, or numerical, the first preferred. 

The aging is not difficult, but has advantages if made 
from these sheets, after the bookkeepers’ use for a trial 
balance. Of course, they could run an adding machine 
tape, but if their balance is off, the check-back is just as 
quick and more accurate if made against the information 
given here. 

The Aging Process 

Let us look at the aging process. When this form is 
used there is no thumbing of ledgers, no neck kinks from 
continued turning back and forth, and more accuracy if 
the complete story is on one page. 

The first account shown is John Doe. The proven trial 
balance shows he purchased merchandise amounting to 
$60.00 in January. Twenty dollars is due in February, 
March and April; the last payment being due April 10. 
We entered that amount in the April column. 

Mary Doe purchased merchandise amounting to $75.00 
in December. Twenty-five dollars a month was due dur- 
ing the months of January, February and March. She 
owes $40.00 of the amount; $15.00 balance from Febru- 
ary and $25.00 due for March. She also purchased 
$15.00 in January of which $5.00 was due in February, 
March and April 10. No part of it being paid, we enter 
$5.00 in each of these columns. 

John Jones owes the second one-third of his March 
account, entered in May column, also owes the last one- 
third due June 10th, not yet due. No entry required. 
His April purchase of $30.00 has one payment made 
(note balance given is $20.00), and the balance is. not 
due until June 10th and July 10th; neither is overdue 
at the date of this sheet (June 1), so no entry is made. 

Mary Jones has no amount past due (June 1). Jane 
Doe purchased $50.00 in September (last year), made the 
first and second payments, but still owes $16.67 past due 
since November (over six months), so we enter in that 
column, or if placed for collection, in the last column. 


Accounts Not Overdue 


It is not necessary to enter and figure the amounts not 
overdue. The total of overdues subtracted from total 
receivables will supply that. Of course, anyone who 
wants to be highly efficient and use those figures to prove 
the aging will find the results not worth the extra time 
consumed. 

Accounts not overdue are the largest part of the ledgers 
(approximately 75 per cent), and to figure them on an 
aging sheet makes the job rather costly, which is some- 
thing to be avoided. 

Style (B) is ruled for stores not having address plates, 
and is done entirely on the bookkeeping machines. It is 
not as complete as (A), lacking the address, but this 
could be typed in, as each account usually uses two or 
more lines. As that takes time and is used in dunning 
only the ledger is referred to by the collection clerks for 
the address. The first column is the account number, 
then name, then use the same as Style (A). This design 
or style does not show the three spaces for dunning notes, 
but could be added. Size (A) is 1134 inches wide and 
22 inches long, punched on the right for a two post 


binder. (B) is the same width, 13% inches long, and 
punched at the top for two post binder. It is an economy 
of desk space to bind at the top and turn away from the 
user, but not practical with sheets as long as (A) which 
contains spaces for 28 accounts, while (B) has 74 hori- 
zontal lines. The aging is not figured or shown on the 
credit sales manager’s copy. A glance shows him the age 


of the account. 
* 7 * 


At the annual convention of New England Credit 
Managers held at Swampscott, Mass., May 11 and 12, 
1942, several credit executives asked me what plans I had 
for knowing the accounts in default under Regulation W. 
Some stated that they planned to make up a list of such 
accounts on the morning following the default date, but 
even though several clerks are put on the job it would 
take considerable time in any store with a material num- 
ber of accounts. It seems probable that some default 
accounts might in due time be granted further credit 
for lack of information on them. 

Under our plan, postings of payments are made daily to 
this list of accounts and on the morning following the 
default date our postings are completed by noon. On 
accounts which are not posted, the clerks would have the 
payment slips alphabetically arranged so as to be readily 
found. It is the purpose of Kennedy’s to observe not 
only the letter of this law but the spirit of it, and give 
absolute cooperation to the Federal Government. 


Fourth Use for Form 

The foregoing article was published in the June, 1940, 
issue of The Crepir Worip. While written for the 
Three Payment Plan it is adaptable to almost any credit 
plan. At that time it was pointed out that we had three 
kinds of credit data made up in one operation, but under 
the new requirements of Regulation W whereby accounts 
become in default after a stated period, we can now add 
the fourth use of this record, without any additional 
expense. While the written explanation of the use of this 
form is rather lengthy, actually the operation of it is 
simple. 

Under the new setup there are some slight changes, 
particularly in that part which is affected by the require- 
ment of using a calendar month and discontinuing the 
old process of carrying over into the next month a certain 
number of days at the end of each month. When we had 
this carry-over we explained that the recording of pay- 
ments or credits should be entered in colored pencil from 
the date of the closing of the books, in order to readily 
transfer them to the new sheets. That, of course, is now 
changed, using colored pencil beginning the first of the 
month to conform with your ledger closing. 

As this is an actual list of all accounts sent out the 
first of the month and a proven trial balance, the author- 
izers can authorize from these sheets. We feel there is 
little chance to make even a technical violation of the 
Federal Reserve Board’s requirements. 


*“* * 

Kennedy’s, through a communication addressed to their 
Credit Manager, Mr. Clarence P. Lewisson, author of 
this article, will be glad to answer all questions about 


this plan of control and explain any particular point 
which is not clear. 
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consideration is accorded them. But where are the small 
businessmen? They are “the little man who was not 
there’ —who was not there to advise, who was not part 
of the group who determine policies. 

It is recognized by those who determine those policies 
that, in due course of time, something must be done 
about small business. They do not know what it is, 
and small business was not there to tell them what to 
do. But, anyway, they say “something will have to be 
done about it—we will attend to the small business angle 
a little later.’”” Small businessmen are prone to criticize 
and howl about what is happening to them, but I don’t 
think that all of their criticism is justified. This much 
however is true, that private enterprise is the backbone 
of our democracy and small business must be safeguarded. 
Small business, however, must take a hand in shaping 
its own destiny and that of our democracy. 

Obviously, there would be no point to what I have 
said unless I at least thought that I could see a possible 
answer to the problem. To my mind, there is but one 
answer: Our business enterprises, large and small, are 
organized along commercial, civic and trade association 
lines. These organizations are all fine, they all serve a 
useful purpose, but they are grounded on the premise 
that free and competitive privately owned business enter- 
prise is our heritage. 


Organization Needed 
Organization is needed among the small businessmen 
as an entity with the single, fixed purpose that this 
heritage which has been ours is going to be protected at 
all costs; that we will take inventory of our sacrifices 
now and regain them later; that we will consecrate our- 
selves—by our power in numbers, in intelligence and in 
property—to be a part of those who are determining the 
policies that affect our destinies. I have no doubt that 
everybody will agree that, individually, he wants to see 
all of that done. But what kind of machinery have we 
got with which to do it? 


INDERS > 


for The Credit World 


CPaMPHLET type with stiff blue fab- 
ricoid covered sides and the words “Credit 
World” lettered in gold. Holds 12 issues. 
There is an individual wire for each issue, 
easily inserted. Every member should 
have a binder for each volume. Price, 


$1.35, postpaid. + eee 
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I am glad to say to you that we have organized in 
New Orleans, the American Association of Small Busi- 
ness. This is not a pressure group. It has not an imme- 
diate legislative program upon which it attempts to sell 
memberships. It possesses no Messiah who is going to 
lead small businessmen into the “green pastures’; it 
promises nothing except the opportunity of one to work 
with his fellows to see that private business is maintained 
as the backbone of our democracy. It seeks members 
who are wise enough first to gather their strength and 
then in the American Way to act for the common good. 

Looking to the future, we have decided that those of 
us presently beyond the gore and roar of the “shooting” 
war should remember not to forget that when our boys 
return from victory at arms they will ask an accounting 
of our stewardship of what we choose to term “The 
American Way of Life.” We believe that before it is 
too late, the potential power of small businessmen had 
best be marshaled in united front to control the destinies 
of our Nation. 


American Association of Small Business 


We are endeavoring to harness the colossal number 
of traditional individualists who call themselves small 
businessmen into a working team, united to guide the 
destinies of this Nation and preserve for the future the 
Constitutional rights and privileges which made America 
great. 

Boiled down to a few words, the cornerstone upon 
which this organization is founded is to preserve for the 
future the right of men to own and operate their indi- 
vidual and collective private business enterprises and to 
be served rather than owned or controlled by Govern- 
ment. 

We are “all out” for winning the war, but we are 
also “all out” for maintaining as an actuality for the 
future, our Constitutional or American Way of Life for 
which presumably, and indeed actually, our sons have 
given, or are willing to sacrifice their very lives. Bold 
as we are, we frankly state that we are not bold enough 
to face the accusing eyes of our fighting men should they 
not be able to say to these returned martial heroes, “We, 
too, have done our part, and that for which you fought, 
bled and suffered is still your heritage.” 

We have got to say to them: “We who remained 
behind not only kept the front-behind-the-front, insofar 
as production of the things you needed were concerned, 
but we also kept the other front-behind-the-front from 
the sabotage of those who would trade the American 
way, as we know it, for something entirely different.” 
I call this Americanism. Jt is the only “ism” that I 


stand for, and it is the “ism” that I want to have pre- 
served when our boys come home from the shooting war. 
































The Barometer 


Industrial activity and employment continued to move forward in July, reflecting the substantial 
progress being made in meeting requirements for the all-out war program. 
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This barometer appears in the September issue of ‘‘Nation’s Business,’’ published by the United States Chamber of Commerce. 


The Map 


The rate of industrial and trade activity remains high and, 
in most lines of business, there have been few signs of any 
slackening during the summer. The total volume of business 
transactions is about 10 per cent higher than it was a year ago. 
Only in retail trade and in the production of consumer goods 
have significant declines been taking place. 

The Map, this month, shows only minor changes in different 
sections of the country. The area of marked improvement in 
conditions has broadened slightly throughout the western part 
of the agricultural regions in the Middle West. Expansion has 
also taken place in excess of the national average throughout 
the southeastern states. Good growing conditions for this year's 
crops have been the major cause for this better-than-average 
improvement. 

Business in parts of New England continues to lag behind 
the national average. In this region are many small special- 
ized businesses which have been handicapped by the curtail- 
ment of civilian production. 





That war production continues to stimulate most the indus- 
tries making heavier machinery and equipment, is indicated by 
the relatively better showing made around the Great Lakes 
and in the industrial centers of the South. An increasing pro- 
portion of the expansion in activity along the Pacific Coast has 
also been due to greater production in these basic industries. 

In the South, good growing conditions for the cotton crop 
and relatively stable prices have helped keep up farm income 
and have stimulated business. Another stimulating factor is the 
increased spending in connection with army camps. 

Substantial improvement has taken place in some parts of 
the Mountain states, especially in Colorado. Very likely this 
upward trend will continue as the demand for mineral products 
will be even higher than it has been during the first half of the 
year. 

Throughout the entire Pacific Coast region, business condi- 
tions have continued to be most favorable. 

Conditions in Canada have changed but little in recent weeks. 
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A MESSAGE 








—S 
H. J. Burris 


HERE ARE THREE POINTS that I would like to empha- 
size in this brief message: 

1. We must do our part in winning the war. 

2. We must not suffer a loss in membership. 

3. We must have wholehearted cooperation of the member- 
ship of our National Retail Credit Association. 

Cooperation is spelled with two letters—WE. Member- 
ship in any organization means an essential part of the whole. 
Each member of a society has his individual part to play. If 
he is the right sort of an individual he is going to realize that 
the degree of success of the society may depend on how well 
he has taken care of his minor part. 

Coming together is a beginning; keeping together is prog- 
ress; working together is success. Cooperation means cohesion—sticking together. 
If you don’t think cohesive cooperation is necessary, watch what happens to a 
wagon if one wheel comes off. 

Cooperation means organization, and as we approach perfection in organiza- 
tion, the more helpful and efficient is our scheme of cooperation. Organization is 
everything—from the highest form of government to the minutest detail of a suc- 
cessful life. 

Then we must have no loss in our membership. No organization ever thrived 
on losses in membership. We must grow in numbers and in loyalty to our aims in 
order to achieve our goals. This requires our attendance at the meetings of our 
association. 

It is of vast importance that any member of a profession belong to and attend 
meetings conducted by that profession so as to make contact with other members, 
keep himself informed as to what changes are taking place, and what other mem- 
bers are accomplishing. One should attend both to derive knowledge from others 
and to contribute whatever he can from his own experience. 

Everyone recognizes this truth—that progress in any trade, business or pro- 
fession has been dependent on facts, observations, and conclusions communicated by 
master to apprentice, and recorded for future generations; each generation build- 
ing on the foundation work of former generations. The advancement in any asso- 
ciation is in direct relationship to the improvement of facilities for the exchange 
and interchange of facts, information, knowledge, and truth, and the proper use of 
these facilities. 

To those who would keep pace with the progress being made in our profession, 
let’s take every advantage offered through our National Association. 

We Must Do Our Part in Winning the War! This year is one of the most 
distressing in all our country’s history. Let us hope that we are getting our feet 
on solid ground. Courage, confidence and determination are essentials most neces- 
sary just now. 

Evidently the most strenuous exertions must be made by all. As to the form 
which these exertions take, that is for each partner in the grand alliance to judge 
for himself, in consultation with others and in harmony with the general scheme. 

I hope that you will pledge yourselves. with me to a solemn rededication of 
citizenship. By doing so, you will illuminate the world with the brilliance of Amer- 
ican democracy, and demonstrate the sacred character of honest, decent, human ele- 
ments which, God willing, our Stars and Stripes may forever symbolize. 














FROM THE PRESIDENT 
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GUARD YOUR CREDIT 
AS A SACRED TRUST 
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The Layman’s Handbook 
of 


REGULATION W 
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By 
J. Goavow Dax, LL. B., Educational Director 


NATIONAL RETAIL CREDIT ASSOCIATION 
£ owls, Missouri 





Leos Regulation W permit the use of 


coupon books? 


Can interest be charged on past due charge 
accounts? 


Is the required down payment on a floor 
lamp 20% or 3313%? 


What is the difference between ‘‘instal- 
ment credit”? and “‘instalment sale’’? 


What reles govern ‘‘add-ons’’? 
How are 30-60-90 day accounts handled? 


How are letters and notices worded to 
comply with the Regulation? 


How long can an instalment account be 
overdue and still enable new instalment 
charges to be added? 


How many times can you renew a pre-May 
6 single-payment loan? 
When is a statement of borrower required? 


What factors must be present before you 
can accept a statement of necessity? 


How do you consolidate a converted 
charge account with an existing instal- 
ment contract? 


What transactions are exempt from the 
Regulation? 


What rules cover lay-aways? 


Does credit covering repairs to a fur coat 
come within the Regulation? 


Are pencils and fountain pens listed ar- 
ticles? 


How are “charge takes” and “charge 
sends”’ authorized in accordance with the 
Regulation? 


What is meant by “‘default’’ and “‘cure’’? 
* * * 


These and scores of other questions of vital 
importance to you in your operations are an- 
swered in The Layman’s Handbook of Regulation W, 


HOW MANY DO YOU KNOW? 
192 Pages 











Do You Know the Answers 
to These Questions? 











Order Your Copy Now! 
THE LAYMAN’S HANDBOOK OF REGULATION W 


Are you thoroughly familiar with Regulation W? Do you under- 
stand all its provisions so that you comply fully with its rules and 
requirements? You must know how to operate under the Regula- 
tion for the duration of the war. You must know your rights as 
well as your responsibilities. 

You need this new HANDBOOK. It will bring you up to date 
on Regulation W and facilitate full compliance with the wartime 
rules pertaining to consumer credit. A layman’s handbook that 
should be on the desk of every credit or financial executive, in- 
cluding all members of your staff. It’s a book to learn from... to 
work by ...to have always at hand for reference. 


ACT AT ONCE IF YOU WANT THIS BOOK. The edition is 
limited. Be sure to get your copy by mailing the coupon below today. 
Price to members, 75c (to non-members, $1.25) 


All orders for less than $1.59 should be accompanied by check. 


NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING ST. LOUIS, MO. 


Clip and Mail This Coupon Now! 


NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, Saint Louis, Missouri 


Please send me—____copies of THE LAYMAN’S HANDBOOK 
OF REGULATION W at 75¢ a copy postpaid (non-members $1.25). 


Name — 


Address 

















Fall = mertean 
and Regulation W STICKERS 


Avoid Default 








\“WE MUST... 


-.. encourage the payment 
of debts, mortgages, and 
other obligations; for this 
promotes savings .. . and 
adds to the amount avail- 
able to the creditors for the 
purchase of War Bonds.”’ 


Franklin D. Roosevelt 
| 


‘no vour C@SY) part now! | 











CONTAINS a definite tie-in with the 
government’s credit policy. Just the 
thing for creditors who are unable to 
use Regulation W as an appeal for 
payment. 


SS 


°° OF BILLS IS AN IMPORTANT 
FACTOR IN NATIONAL DEFENSE 


STRESSES the fact that prompt pay- 
ment of bills is vital to victory. A 
collection aid for the professional man. 
Merchants and financial institutions 
can also use them to advantage. 





Gn Default 


The convenience of your charge 
account is available to you as 
long as it is paid prompily. 
But...Government Regulations 
will not permit the charging 
of listed merchandise if an ac- 
count is in default. 

Avoid any possibility of default 
by paying this statement on or 
before the tenth of the month. 


DON’T DELAY | DOIT TODAY! 
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f ey Your Account 
ba Is in Default 


Under the Consumer Credit 
Regulations of the Govern- 
ment, we are not permitted 
to charge further purchases 
of listed merchandise to 
your account until the 
amount in default has been 
paid or satisfactory arrange- 
ments made. 


Prompt payment will 
remove this restriction 


Your charge account is past 
due. Under the Consumer Credit 
Regulation of the Government it 
eee eee Se sown 
ia arrears is not paid in on 
or before the 10th, 
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DESIGNED for use on statements of A NEW sticker designed to assist 

better pay customers temporarily in credit granters in collecting their 

arrears. While complying with gov- defaulted accounts. Carefully worded 

ernment regulations they collect the to meet all requirements of Regula- 

money and keep accounts active. tion W. Carries a message with a 
**punch.’’ 


FOR OVERDUE accounts. Short, 
snappy and specific. A notice that 
cannot be overlooked after it is af- 
fixed to the statement. Printed in 
dark blue ink on light blue paper. 


Only $2.00 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING ° VJ, ° ST. LOUIS, MO. 
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